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LIA To Review Variable Annuities 


Conflict-Of-Jurisdiction Question 


WASHINGTON—Without altering 
its policy of taking no position on 
whether life companies should issue 
yariable annuities, the board of direc- 
tors of Life Insurance Assn. of Amer- 
ica has authorized the appointment of 
a committee to review LIA’s policy 
and to consider what modification, if 
any, may be indicated in the light of 
two recent events. 

One of these is the U.S. Supreme 
Court decision requiring the Securities 
& Exchange Commission to take juris- 
diction over the securities aspects 
of variable annuity contracts. LIA’s 
position is that in spite of this deci- 
sion the mortality contingency fea- 
tures of such contracts should remain 
under the supervision of state insur- 
ance departments. 


Reconsideration Asked In D.C. 


The other development is the more 
recent action of Superintendent Jor- 
dan of the District of Columbia depart- 
ment asking the corporation counsel’s 
office whether, in the light of the 


Supreme Court decision, the earlier 
opinion of the corporation counsel that 
variable annuity companies should be 
classed as life insurers should still 
stand. 

The LIA resolution authorizing the 
appointment of a committee to review 
association policy was accompanied by 
another resolution instructing the 
LIA staff to file a brief with the Dis- 
trict of Columbia corporation counsel 
supporting the supervisory authority 
of the district’s insurance superintend- 
ent over the writing of variable an- 
nuities. 

This resolution also directs the staff 
to participate in the present consid- 
eration by the SEC of the variable 
annuity regulatory question. 

The staff is to explore the entire 
variable annuity situation to make cer- 
tain that the state regulatory system 
is in no way injured. 

From other sources THE NATIONAL 
UNDERWRITER learned that Superin- 


tendent Jordan’s request for another 
(CONTINUED ON PAGE 16) 





Says Life Sales In 
Russia Have Climbed 
Rapidly Since WW II 


Voluntary life insurance has become 
a big institution in the Soviet Union in 
recent years, reflecting even there the 
world-wide growth of the business 
since World War II, according to a 
report by Robert J. Myers, chief act- 
uary of the Social Security Admini- 
stration, who was one of a five-man 
commission which visited the U.S.S.R. 
to study the social security structure 
there. 

There were 10 million life insurance 
policyholders, owning an estimated 60 
billion rubles of life insurance at the 
close of last year, Mr. Myers said. The 
number of policyholders represented a 
rise of some 66% in two years, ac- 
cording to reported figures. The aver- 
age life insurance per insured worker 
is estimated in the neighborhood of 
60% to 70% of the average worker’s 
annual income. 

Voluntary life insurance in the 
US.S.R. is written by a single com- 
pany, Gosstrakh, which is owned and 
operated by the government. It is sold 
and serviced by an agency force of 
about 40,000, selling on a commission 
basis in cities and towns. Rural agents 
operate on a salary basis. The full- 
lime agent’s income averages about 
30% more than the average for all 
industrial and commercial workers. 
Most policies are paid for on a monthly 
basis, and agents generally collect 
premiums at the door. 

Some of the types of policies issued 
are a “mixed” policy made up of a 
short term endowment plan coupled 
with an accidental disability feature, 
which is the most popular plan; 
traight life; limited payment life, and 
heaggs similar to the family income 
flan. 





The Soviet company bases its insur- 


ance on a 1926-27 mortality table and 
on 3% interest. All funds are deposited 
with the government, and 3% interest 
is paid on these funds by the govern- 
ment. As mortality has improved 
materially in recent years, they expect 
to have a considerably lower scale of 
premi' m rates in the future. 

There is not complete comparability 
between Soviet premium rates and 
those in the U.S., Mr. Myers noted, 
but the Russian rates as published are 
somewhat lower at younger ages and 
somewhat higher at older ages. 

Gosstrakh is not obliged to notify 
policyholders when premiums are due 
and it is up to them to keep the policies 
in force. Policies are issued either with 
or without a medical examination, but 
if there is no examination, death bene- 
fits in the first year are made only 
when death is due to accident or 
infectious disease. 

Policies contain a two-year incon- 

(CONTINUED ON PAGE 24) 


New S. D. Commissioner 


William J. Dawson is the new insur- 
ance commissioner of South Dakota, 
replacing Donald E. Mitchell, whose 
term expires June 30. Mr. Dawson was 
South Dakota commissioner 22 years 
ago. For a number of years he has 
been living in Aberdeen. 





June 14-20 Proclaimed 
Fraternal Week By NFC 


June 14-20 has been proclaimed 
Fraternal Week by W. Cable Jackson, 
president of National Fraternal Con- 
gress. The observance is held to give 
recognition to the many activities of 
the fraternal benefit system, and to 
call attention to the importance of the 
system in the life insurance industry. 

As in the past, Fraternal Week has 
been set to coincide with National 
Flag Day, and in many instances the 
week’s program features Flag Day 
ceremonies. 


List Speakers And 
Events For IAAHU 
Annual June 14-18 


The giant, four-day program of the 
annual convention of International 
Assn. of A&H Underwriters opens at 
French Lick, Ind., June 14 with an 
agenda of 24 speakers, moderators and 
panelists plus social events and. side 
trips for families. 

For officers, board members, and 
certain wheelhorses of the association, 
the working convention starts even 
earlier. The first meeting, that of the 
executive committee, is scheduled as a 
luncheon and afternoon session Satur- 
day, June 13. Standing committees will 
also meet that same afternoon. 

June 14 will be devoted to a con- 
tinuous board meeting and the first 
all-registrant event—a southern Indi- 
ana chicken barbeque. 

Speakers will be Chester Elson, 
Mutual Benefit H.&A., Des Moines; 
Oren D. Pritchard, president of NALU; 
Commissioner Alden C. Palmer of 
Indiana; S. L. Horman, vice-president 
Time of Milwaukee; Jay DeYoung, 
comptroller of IAAHU, Oak Park, IIl.; 
Howard H. Coron, Mutual Benefit 
H.&A., Canton, O.; William Highfield, 
sales promotion manager Western & 
Southern Life; R. K. Lindop, consult- 
ant to Loyal Protective, and William 
Harmelin, Continental Assurance, New 
York. 


Room-Hopping Moderators 


Moderators for room-hopping and 
similar sessions will be Clarence Jack- 
son, president American United Life; 
W. Howard Bull, Aetna Life, Indiana- 
polis; Roger W. Dewey, group depart- 
ment Continental Assurance; W. Har- 
old Petersen, superintendent of A&S 
agencies, American United Life; Har- 
old A. Moore, A&S manager Hoosier 
Casualty; T. J. Smart, underwriting 
vice-president Inter-Ocean; Jack 
Grierson, Continental Assurance, Flint, 
Mich.; Glenn Brooks, vice-president 
Southland Life; Robert K. Riley, All 
American L.&C., Gary; Pasquale Quar- 
to, director of training research Re- 
search & Review Service; and Bruce 
Gifford, managing director of IAAHU. 

Panelists will include Robert B. 
Mitchell, vice-president and executive 
editor THE NATIONAL UNDERWRITER; 
William Cornett, A&S director Pru- 
dential; Robert Neal, general manager 


N. Y. Life Realigns 
Sales Setup; Goal: 
Managed Marketing 


Raymond C. Johnson To Be 
In General Charge; Other 
Executives Also Involved 


NEW YORK—New York Life will 
substantially realign its entire sales or- 
ganization — ordi- 
nary and group— 
to carry out a 
“managed market- 
ing” program that 
will be geared to 
what Executive 
Vice - president 
Dudley Dowell 
termed “the new 
sales environment 
in life insurance.” 

The change in- 
cludes a series of 
executive promotions, including the 
naming of Raymond C. Johnson as 
vice-president in charge of marketing. 

(CONTINUED ON PAGE 25) 





R. C. Johnson 





of. Health Insurance Assn., and Ar- 
mand Sommer, vice-president Con- 
tinental Casualty. 

Subjects scheduled for discussion 
include prospecting, disability insur- 
ance in the business buy-out agree- 
ment, advanced programming, tax 
advantage selling, underwriting, group, 
and agents training. One panel ex- 
pected to develop intense interest will 
be moderated by Mr. Mitchell with 
Messrs Neal, Sommer and Cornett 
answering questions on the subject, 
“Can We Be More Forehanded than 
Forand?” 

Social events will include dancing 
nightly, a reception for retiring Presi- 
dent Gail Shoup and his wife by 
Lincoln National, and a reception for 
Oakley Baskin, president-elect, and his 
wife by Mutual Benefit H.&A. Ther2 
will be a side trip to Santa Claus Land 
for families, and an afternoon hat 
creation demonstration and jewelry 
modeling show for the wives. A golf 
tournament will be held the closing 
afternoon. 








Society of England, editor of the British Heart Journal and 


Honored at a 
luncheon given by 
North American 
Reassurance at 
New York’s Sa- 
voy-Plaza Hotel, 
Dr. K. Shirley 
Smith of London, 
third from left, is 
greeted by Dr. Eu- 
gene V. Higgins, 
medical director of 
North American. 
Dr. Smith is a past 
president of Life 
Assurance Medical 
fellow of the Royal 


College of Physicians. Among the 24 medical directors attending the luncheon 
were, shown here from left, Dr. Higgins; Dr. Harry E. Ungerleider, retired 
director of medical research of Equitable Society; Dr. Smith, and Dr. John R. 


Murphy, associate medical director of 


North American. 
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Would Join Insurer With Mutual 
Fund To Sell Variable Insurance 


An equity life insurance plan that 
would apply to any form of life insur- 
ance the variable annuity principle 
was described by M. H. Le Vita, ex- 
ecutive vice-president of Guaranty 
Life of Wilmington, Del., at the recent 
annual convention of Assn. of Ad- 
vanced Life Underwriters. 

Mr. Le Vita suggested doing this by 
having a mutual fund and an affili- 
ated life insurer. Legislation would be 
needed to permit the formation of such 
a life company, for part of the plan 
would be that unlike a traditional life 
company the premiums it would re- 
ceive and the proceeds it would pay 
out would not be in dollars but in 
shares of its mutual fund affiliate. 


No Ownership 


However, there would be no alliance 
as far as ownership or any other rela- 
tionship is concerned. The insurer 
would not be permitted to issue dollar 
contracts. It could, however, issue any 
contract issued by a regular life com- 
pany, provided that in such contract 
both the premium and the proceeds 
were expressed in shares of the affili- 
ated mutual fund and in no other unit 
or denomination. 

The capital and surplus necessary 
for the creation of such an insurer 
would at all times have to have a 
dollar value equal to at least the mini- 
mum required for the establishment 
for that type of specialized insurance 
company. In that connection it would 
be necessary that at any time the net 
asset value of its capital and surplus 
be never less than the statutory mini- 
mum amount of capital and surplus 
required for such an insurance com- 
pany. In addition, except for the obvi- 
ously inapplicable restrictive life com- 
pany investment law, all the life in- 
surance laws of the state would appiy 
to the insurer. 

Any policy form to be issued by the 
insurer would be identical with the 
corresponding form issued by a regu- 
lar life company except for the fact 
that the non-forfeiture values, option- 
al modes of settlement, premium, face 
amount, would all be expressed in 
shares of the affiliated mutual fund 
instead of in dollars. 

“To that segment of the population 
intelligently interested in equity in- 
vestments and convinced that in the 
long run and to a great extent the 
cost of living is reflected in the dollar 
value of the equity share, the purchase 
of the equity life contract might be at 
least a partial solution to the vexing 
inflationary problem confronting us,” 
said Mr. Le Vita. 


Wants Purchasing Power 


“A person, who in 1959 is of the 
opinion that he needs $50,000 worth of 
life insurance, has in mind $50,000 
worth of 1959 purchasing power re- 
gardless of when the death benefit 
might be payable. It is definitely pur- 
chasing power and not dollars that 
interests him for the most part.” 

Mr. Le Vita took as an example a 
man age 35, interested in a 20-pay- 
ment life policy. He might decide to 
buy his $50,000 of life insurance en- 
tirely in a equity life company. As- 
suming that as of the date of purchase 
the net asset value of a share in the 
affiliated mutual fund is $5 and that 
the prospective policyholder might 
decide to purchase from the insurer a 


policy providing a death benefit of 
10,000 shares. 

The annual premium would be 332 
shares, since the premium is 3.35% of 
the benefit. The amount of the insur- 
ance would be 10,000 shares in the 
mutual fund. On the other hand, the 
prospective policyholder might want 
to play it a little safer since he knows 
from experience that there is a possi- 
bility that the dollar value per share 
may not go hand in hand with the cost 
of living. 

Might Divide Program 


In consequence he might decide to 
break up his insurance program into 
two parts. He would purchase from a 
life company $25,000 of 20-payment 
life insurance at an annual premium 
$830, with the proceeds contractually 
payable in dollars. 

The balance of coverage would be 
purchased from the equity life com- 
pany in the form of a 20-payment life 
policy to provide a death benefit of 
5,000 shares at an annual premium 
of 166 shares. 

Under this arrangement the death 
proceeds from the two sources would 

(CONTINUED ON PAGE 24) 


Bibliography Published 
By Health Institute 


Health Insurance Institute has pub- 
lished a bibliography on health insur- 
ance which includes book lists, annual 
publications and periodicals in the 
field. 

In addition, it has chapters dealing 
with literature on general insurance, 
gerontology, social security and other 
data pertinent to research in the A&S 
business. One section is devoted to the 
first known listing of national organi- 
zations having a relationship to the 
field of financing medical care costs. 

The publication, “A List of Worth- 
while Health Insurance Books,” is 
available on request from the institute, 
488 Madison Avenue, New York 22, 





Murchisons Dealing 
For Gulf Life Control 


Associated Press has picked up an 
item from the Florida Times-Union 
which says the Murchison brothers of 
Dallas reportedly are ready to pay $13 
million for 15% of the stock of Gulf 
Life of Jacksonville. 

Loper B. Lowry, assistant to the 
president of Gulf Life, is said to have 
confirmed that the Murchison interests 
propose to buy a substantial amount 
of the company. It is reported that the 
Murchisons are negotiating with Sum- 
ter L. Lowry, former chairman of 
Gulf Life. 

The Murchison offer for 15%, would 
be 330,000 shares at just over $37 a 
share, and the proposal is quite similar 
to that employed by Clint Murchison 
in purchasing Life & Casualty—that is, 
to buy a block of stock at a contract 
price, thus gaining control, without 
necessarily having in mind the pur- 
chase of any additional stock. The 
contract price usually is at a con- 
siderable premium. In the case of Gulf 
Life, 37 compares with a current mar- 
ket of about 25% and a market a few 
days ago of 20 to 23. The Life & Cas- 
ualty offer was considerably above 
market, but the market for the rest of 
that stock, after a few fluctuations, 
returned to normal. 

Gulf Life has more than $1 billion 
in force. Its assets as of Dec. 31, 1957, 
were $160 million, the surplus was 
$12,744,000. The company is author- 
ized to have six million shares of $2.50 
par stock, and as of the end of 1957 
had 2,200,000 shares outstanding 
owned by 13,546 stockholders. 


Franklin Life Sales 


Contest To Honor Whaley 


The Franklin Life field force will 
honor Senior Vice-President J. V. 
Whaley with a five-week sales contest, 
June 1-July 4. The contest is being 
held in connection with Mr. Whaley’s 
birthday, which is observed in June. 
He is on a leave of absence because 
of poor health. 








bum 





U. S. Ambassador Henry Cabot Lodge presents to United Nations dignitaries 
tcken books, typical of those being collected by the insurance industry to be 
sent abroad as part of the Books Abroad program of President Eisenhower’s 
people-to-people partnership. Participating in ceremonies at Ambassador 
Lodge’s New York office are, standing, from left, Mr. Lodge; U. N. Ambassador 
Carel W. A. Schurmann, the Netherlands; U. N. Ambassador Francisco Del- 
gado, Philippines; Suban Sawetamal, Thailand; Holgar J. Johnson, chairman 
of the New York book collection campaign and president of Institute of Life 
Insurance, and Frederic W. Ecker, chairman of the insurance committee of 
the people-to-people partnership and president of Metropolitan Life. Seated, 
from left, are Dr. Abdul Hakim Tabibi, Afghanistan; U. N. Ambassador Carlos 
Blanco, Cuba; Second Secretary Thephathay Vilaihongs, Laos, and U. N. Am- 
bassador Georges Hakim, Lebanon. 
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Offer To Purchase 
Ky. Central L. & A. 


Kentucky Finance Co., through j, 
president, G. D. Kincaid, has offery 
to purchase from 51 to 100% of t_ 
100,000 outstanding shares of Kentuck, 
Central Life & Accident at $115, 
share. 

Mr. Kincaid has been quoted in th 
Louisville Courier Journal as anticipg. 
ing between a 70 and 80% acceptang 
of his offer. It has already been a. 
cepted by eight of the company’s nix, 
directors who have agreed to depo 
their 5,181 shares with Louisville Tryg 
Co., the escrow agent. 

The Kentucky Finance offer is cop. 
tingent upon purchase of 51% of th 
stock. Kentucky Finance has unti 
July 2 to deposit $250,000 with Louis. 
ville Trust Co. The money will be for. 
feited if Kentucky Finance fails 
fulfill the entire agreement. Kentucky 
Finance also has until Jan. 4 to pay 
for all the stock tendered in response 
to its offer. 


Will Replace Six Directors 


Mr. Kincaid is quoted as sayin; 
that if the deal goes through, six oj 
Kentucky Central L.&A.’s nine dire. 
tors will resign and be replaced by 
Kentucky Finance men. The director 
who will be retained are: Presiden 
R. H. West, W. L. Newton, executive 
vice-president, and Karl F. Wirth, 
treasurer. They are among the eight 
who have agreed to sell their stock. 

Last fall, Kentucky Central L.&A. 
gave Dan C. Parish of Pittsburgh an 
option to buy 51 to 100% of its stock 
at $127.50 a share with no _ penalty 
for failure to exercise the option. Par- 
ish did not go through with the deal, 
although it is understood more than 
70% of the stock was submitted. The 
$12.50 difference in price is explained 
by the fact that Parish, the buyer, 
did not have to make a firm commnit- 
ment, while in the Kentucky Finance 
case the buyer has made a firm offer. 


Tax Law Affects Value 


Another reason offered is that the 
new tax law has affected the market 
value of life stocks. 

After the Parish deal fell through, 
it was announced by the management 
of Kentucky Central L.&A. that the 
price recently has been in the 90s. 

Mr. Kincaid, in addition to being 
president of Kentucky Finance, is 
chairman and chief executive officer 
of Cardinal Life of Louisville, in which 
he has a substantial interest. He also 
controls Guaranty Realty Co. of Lex- 
ington, which recently purchased 
the Fincastle Building of Louisville. 


Knoxville Company Names 


President And Directors 


Appalachian National Life, which 
was chartered early in April, has elect- 
ed 13 Knoxville business men as di- 
rectors, who in turn have named Ernest 
C. Steele, former executive vice-presi- 
dent of American Investment Life, the 
company’s first president. : 

Mr. Steele, before joining American 
Investment Life, was vice-president 
and actuary of Guaranty Savings Life. 
He has also been with Peninsular 
Life, Pioneer Life & Casualty and Oc- 
cidental of Raleigh. He continues as 4 
director of American Investors Corp. 
and American Investment Life, and 1s 
named a director of Appalachian. 
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LIFE INSURANCE EDITION 


$25,000 last year... 
will double in 
next few years! 





HAROLD A. AUBRY, C.L.U. 


Toledo, Ohio 
April 28, 1959 


Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


The advantages of my Franklin Agency franchise combined with my 
personal sales of $1,000,000 annually guarantee for my family and 
myself an opportunity-loaded present and an unlimited future. 


Last year, my third full year with The Franklin, my reportable 
Franklin earnings exceeded $25,000. But this is only the beginning. 
Experiencing only average growth, these earnings will double 
over the next few years. 


Combining the Franklin Specials, PPIP and HP with the new 
and unique Family Plan gives both the large and small buyer a 
thorough and flexible program of protection and savings—easily 
understood by the client. First interview programming sales are now 
the rule—no longer the exception. This releases the valuable 
time I need for agency building. 


Franklin Life’s highly publicized and challenging goal of One Billion 
Dollars of new Ordinary sales during 1959 is another obvious 
indication of its dynamic sales force and alert Home Office direction. 


O’B, this is only the end of the beginning—future unlimited. 
Cordially, 
Harold A. Aubry, C.L.U. 


An agent cannot long travel at a faster gait than the company he represents! 















Lhe Friendly 
RANIKILIN ILE 250% 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 
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NEW ENGLAND AREA GAs TOLD: 





Joint Work The Best Training-If 
Trainer Can Appraise, Criticize 


Joint work is the best tool available 
to the manager to determine whether 
a trainee is actually being trained, in 
the opinion of Walter L. Downing, 
general agent of New England Life in 
Boston, who addressed the recent New 
England area management conference 
at Swampscott, Mass. 

“Production is not always reliable,” 
said Mr. Downing. “A trainee may be 
selling but not acquiring the selling 
skills. This is especially true in the 
first year. Often a trainee’s first year 
is his best, and the decline may be due 
to the failure of management to see 
that sales training has taken place by 
observation on the firing line and 
converted into success ul sales habits.” 

Mere participation in joint work 
with the trainee, however, is not 
enough, Mr. Downing warned. The 
most effective supervisors are not only 
those who have sensitive powers of 
appraising an interview but also have 


a i=e—-meolaln dal 
RIGHT ROAD 
V,VAh a) 


Equitable Life § 


; of lowa's 


mastered the art of criticism. Criticism 
can be a tremendous stimulant to the 
aspiring trainee, said Mr. Downing, but 
it can also stifle him. He said the most 
effective criticism usually has these 
factors: 

1. Immediacy. It is delivered im- 
mediately after the interview, when 
the appetite for learning is at its 
height and recognition of interview 
details is easy. 

2. Relevance. Each comment should 
have an example extracted from the 
interview itself, followed by another 
example of how the technique could 
be improved. 

3. Impartiality. The improvement of 
the trainee should be the only con- 
sideration. 

4. Constructiveness. No adverse 
criticism will be accepted unless the 
coach points out a way to do it more 
effectively. 

5. Clarity. Criticism should never be 
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volume of life insurance 


Life Underwriter who makes the most of the sales 
aids available to him will make the most of his 
opportunities, showing without question — 
He’s on The RIGHT ROAD. 









The Equitable Life of Iowa provides all kinds of : 
sales aids; hundreds of Sales Promotion pieces de- ; 
signed to help its associates sell more kinds and more ° 


more easily. The Career 








On his 40th an- 
niversary with 
Midland Mutual 
Life, Llyle J. Bar- 
ker (left) with 
President C. O. 
Sullivan inspects 
one of the old 
Policies which Mr. 
Barker filled in by 
hand in Old Eng- 
lish script during 
his early days with 
the company. Mr. 
Barker holds the 
longest service 
record of any 
home office em- 
ploye. 
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directed to an area not yet exposed 
through clinic drill or previous inter- 
view to the trainee. 

6. Encouragement. Acceptance of 
criticism increases with the knowledge 
that improvement has taken place. 
The coach should always first point 
out what has been done well then seek 
to correct weaknesses. 

“To the supervisor skilled in the art 
of criticism the door lies open to the 
skill-development process,” said Mr. 
Downing. “His trainee will respond 
freely and of his own will to the 
challenge of a joint interview because 
of the anticipated richness of the 
learning experience in selling. In such 
a background the supervisor will find 
the roots of a highly rewarding trainer- 
trainee relationship. Participation on 
the firing line with the trainee is the 
beginning of the leadership role for 
the training supervisor. 

“When the trainee recognizes that 
one solid joint interview is worth two 
weeks of making unrecognized mis- 
takes on his own, the leadership status 
of the supervisor is earned and can 
only be relinquished when the trainer 
ceases to make such a contribution.” 


How Skills Develop 


In the agency with which Mr. Down- 
ing is connected, the trainee develops 
his selling skills as follows: The clinic- 
drill interview by the trainee under 
simulated interview conditions; criti- 
cism of the clinic-drill interview by 
all clinic trainees; joint field interview 
with the trainer as observer; criticism 
of joint field interview by the trainer 
immediately after the interview. 

This process repeated over and over 
again or more than 500 hours in the 
first year should result in skill-devel- 
opment, said Mr. Downing. However, 
he listed several cautions that should 
be exercised when developing first- 
year men in a combined joint-field 
work and clinic training program. 

First, never recruit beyond the level 
of the supervisory force. The capacity 
level of the supervisor as a trainer of 
men must be a determinant of the 
type of man he trains. A strong young 
supervisor placed with a mature high- 
potential new agent may lead to the 
ruin of hoth. 


Must Be An Alumnus 


Second, the trainer should be a 
product of the training system he is 
administering. During the entire 12- 
year period of the agency’s operation, 
its supervisory staff was recruited, 
trained, and developed by its own 
training system. As a result, new agent 
training has been characterized by 
continuity and unity of concept. It 
would be difficult for the general 
agent to administer a training program 
through a staff of supervisors who are 

(CONTINUED ON PAGE 27) 


State Mutual Life Home 
Office Is Made Available 


As Civil Defense Refuge 


State Mutual Life has developg 
a civil defense plan that provides fy 
emergency use of the home offic 
building to give food, shelter anj 
medical aid to hundreds of neighbo; 
in the adjacent residential area in th 
event of an air raid or other disaster. 
The plan has the approval of Worce:. 
ter, Mass., defense officials, wh 
served as consultants in its prepare. 
tion. 

The basement floor, which include 
the garage, can adequately provi¢e 
overnight shelter for 500 people. The 
local civil defense organization wil 
provide cots and bedding if such ten- 
porary housing is required. 

If necessary, continuous emergency 
feeding from the home office cafeteria 
can be provided for a minimum of 
600 people per hour. The normal food 
supply on hand in the cafeteria is suf- 
ficient to feed three meals a day to 
several thousand people for three or 
four days. 


Gretchen Harris, one of the cou- 
try’s top fashion models, who is the 
daughter of Reinhard A. Hohaus, vice- 
president and chief actuary of Met- 
ropolitan Life, was featured in the New 
York World-Telegram & Sun Wednes- 
day in an article in a series on model. 
The director of the model agency, call- 
ing Miss Harris “our biggest find, ab- 
solutely 100% successful,” said that in 
addition to other qualifications “her 
personality has what it takes to be suc- 
cessful in this business.” 

Intercoast Mutual Life has_ been 
licensed in Arizona. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG14%5 


You may telephone orders collect. 
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Baker Says Dangerous 
Trends Can Be Checked 
By Field Management 


The key to holding in check many 
of the trends in the American agency 
system that have been labelled “dan- 
gerous” can be found in field manage- 
ment, Donald A. Baker, executive 
director of General Agents & Man- 
agers Conference of NALU, told the 
newly formed Trenton General Agents 
& Managers Assn. 

Mr. Baker said, ‘“We’ve heard 
charges that the agency system is 
peing threatened on every hand by 
uncontrolled group coverage, vicious 
proselyting, expanding social security, 
cut commissions for agents, twisting, 
excessive turnover, and on and on. 

“If these trends really are threats, 
then it rests in the hands of manage- 
ment in the field to minimize them by 


me improved management methods, active 

able participation in local, state and nation- 
al GAMC and NALU affairs, and by 

uge getting back into our minds that 
permanent plans still are the best 

ia property yet devised.” 

me office = 

aelter ani] Seek To Form Agents Assn. 

neighbors : - : 

rea in ty | Of Latin American Nations 

-r disaste,] As a result of the recent Inter- 

of Worces- | American life insurance conference in 

ials, who] Havana, life insurance men of Latin 

Ss prepara. | America are trying to organize a per- 
manent association, along the lines 

h includes} of NALU. The organization is being 

y provide} handled by a committee made up of 

-ople. The] one representative from each partici- 

ation will pating country. The organization of a 

such tem- permanent group must take into ac- 
count certain difficulties created by 

-mergency | unusual political situations and dif- 

> cafeteria} ferences in mode of life insurance 

umum of | operations in various Latin American 

rmal food | countries. 

ria is suf- Representing NALU at the Havana 

a day t.}] meeting were President Oren D. 

three or} Pritchard, Union Central, Indian- 
apolis, R. B. Walker, New York Life, 
Hollywood, Fla., NALU trustee, and 

he coun. | Ann Bickerton, director of field serv- 

ho is the | ices of NALU. 

aus, vice- There were about 180 life agents 

of Met. | and managers from 12 Latin Ameri- 

the Ney | can countries and 24 of their 

Wednes- | American counterparts. 

n models. eR 

acy, ? Notes Two A&S Areas 

’ ad- 2 s 

4 that in| With Real Potential 

ons “her “The public’s disability income 

0 be suc- | needs go crying while agents sit 
around and grouse about lacking pro- 
spects,” according to Bruce Gifford, 

as been | Managing director International Assn. 


of A&H Underwriters. 

In an address delivered before the 
annual Michigan A&H Assn. sales con- 
gress in East Lansing, Mr. Gifford said 
that two areas offer real potential. 
One of thése consists of the thousands 
of small investment clubs which have 
been organized throughout the coun- 
try. The perceptive agent has a quali- 
fied prospect when he approaches such 
a club. Either on an individual or a 
small group basis, each member is a 
800d prospect for disability income 
surance to cover the amount of his 
monthly allotments to the investment 
group. 

The other area is the use of disa- 
bility income for a college fund, much 
as life insurance is used. The head of a 
family may have provided for every 
contingency but the loss of income 
during the period when he will be 
talled upon to pay tuition, books, room 
nd board, or fraternity and sorority 
‘sts. A list of prospects is available 
ftom any college registrar. 
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Other uses of A&S in the clean-up 
fund and for mortgage insurance 
make it the most “under-sold’’ major 
coverage in the country, Mr. Gifford 
said. The industry is working on ways 
to curb ever-rising costs of medical 
care. Unionization of hospital employ- 
es has already added materially to 
costs in California. In New York, 
where organization activity is going 
on, costs are expected to rise and 
current strikes are expected to focus 
public attention on the issue. In both 
these areas, hospital costs may be 
doubled in the next few years. 


251 Local Associations 
Are Enrolled In The 1959 
Public Service Program 


A record 251 local associations of 
NALWU have enrolled in the 1959 pub- 
llic service program sponsored by In- 
stitute of Life Insurance and NALU. 
The program, which was inaugurated 
in 1957, is designed to encourage local 
associations to take an active part in 
health and welfare projects in their 
communities. 


In seven states—Arizona, Califor- 


5 


nia, Connecticut, Iowa, Minnesota, 
Vermont and Wisconsin—over half of 
all local associations are engaged in 
public service program projects. Two 
states not represented this vear are 
Alaska and Mississippi. 

George B. Byrnes, general agent of 
New England Life at New York, was 
host to agency employes and their 
families during a picnic cruise around 
Manhattan Island on the excursion 
boat Knickerbocker VII. Occasion for 
the outing was Mr. Byrnes’ fifth anni- 
versary with New England Life. 
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Eklund Warns Against Following 
Magazine’s Commission Tax Advice 


Coy G. Eklund, Equitable Society 
manager at Detroit, recently queried 
his home office on the accuracy of a 
magazine item stating that commis- 
sions on life insurance bought by a 
broker on his own life do not have to 
be regarded as taxable income. Mr. 
Eklund received the following reply: 


This is in reply to your telephone 
request for information concerning a 


vA 


news release in U. S. News & World 
Report about a recent tax court case 
involving an insurance broker who 
purchased a policy on his own life. 
The news release indicates that the 
broker did not have to include the 
commissions in his gross income. 

The case involved is Sol and Adele 
Minzer, 31 tax court 115. In that case 
Mr. Minzer, an insurance broker, pur- 


chased policies on his own life in the 
Occidental Life of California and the 
California-Western States Life. The 
first year commissions on these poli- 
cies were $455.11. It is indicated that 
Mr. Minzer remitted the first premi- 
ums on the net basis. The court held by 
majority vote with several dissents 
that the commissions on the personal 
insurance were not income but the 
purchase of insurance at “wholesale” 
rates. 

In its decision the court dwelt at 
some length on ruling TL 2137 issued 
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in 1915, wherein the commissioner hag 
ruled that if an employer-employ 
relationship existed the commissioy 
were includible in the agent’s 
income. It stated in this ruling “If, 
life company reduces the standayj 
charge of an insurance policy to, 
purchaser and the relationship of en. 
ployer and employe does not exist, th 
amount by which the policy is reducg 
cannot be considered income. 

“The court also discussed reven, 
ruling 55.273, 1955-1 Cumulative By. 
letin 221, in which the commissiong 











































is the price of peace... 


and peace of mind depends on protection too — adequate insurance 
coverage against all kinds of unforeseen emergencies. 


The Security-Connecticut Group offers this kind of complete, multiple- 





all forms of insurance 
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line service to its representatives and their clients — has withstood 
the test of conflagrations, earthquakes, hurricanes, and other major 
disasters for over 118 years. 

In the days ahead, Security-Connecticut will continue to provide the 
same sound protection and service which have been its hallmark. 


This fascinating booklet contains every important missile in the 
U.S. arsenal — each one in full color, identified by name, 
mission and manufacturer. And it’s a treasure-trove of facts 
about up-to-date, streamlined insurance for every need, too! 
Your clients will want this dramatic, useful booklet — tuned 
to our times, tailored to their needs — send for it now! 





SECURITY-CONNECTICUT INSURANCE GROUP 


























again ruled, in a slight variation fron 
his 1915 ruling, that commissions on; 
policy purchased by an_insurang 
salesman on his own life constitut 
income to the salesman. In this latte 
ruling the commissioner did not mak 
any distinction between a salesma 
who was an employe or a broker. 


Reviewed Daehler Case 


The court also reviewed its recen; 
decision in the case of Kenneth w 
Daehler, 31 tax court 73 which ip. 
volved a real estate salesman wh 
purchased a house for himself an 
paid as the purchase price the asking 
price less his commissions. The cour 
in that case held that the salesman 
had purchased the house at a reduce 
cost. 

In addition, the court distinguishe 
this case from the recent case of 
Ostheimer vs U.S., which involved 
commissions with respect to policies 
sold by an insurance salesman on the 
lives of his former partner, three key 
employes and his children. In that 
case the U.S. district court held that 
the commissions were includible by 
the salesman in his gross income. This 
case has been recently affirmed by the 
U.S. court of appeals for the third 
circuit. 


Appeal Is Foreseen 


It is anticipated in view of the 
number of dissents that the commis 
sioner will appeal the Minzer case. 

It would appear that any insurance 
salesman who sells a policy on his own 
life will be faced with possible litiga- 
tion if he fails to report the commis- 
sion on such policy in his gross income 
in view of the position taken by the 
commissioner in revenue ruling 55-273, 


Marie Brachman President 


Of Fraternal Counselors 


Mrs. Marie Brachman, Aid Assn. for 
Lutherans, has 2 
been elected pres- 
ident of Fraternal 
Insurance Coun- 
selors Assn. at the 
annual meeting at 
Minneapolis. She 
is the first woman 
to hold that office. 
Mrs. Brachman is 
with the Bertram 
agency of Milwau- 
kee. 





Marie Brachman 


New LIAMA Book Is Money 


Management Aid For Agents 


A book, “How to Get the Most out of 
Your Income,” which is designed to 
aid agents in their money management 
problems, has been published by 
LIAMA. Although geared especially 
for the new agent who is being fin- 
anced, it is also useful to the veteran 
with money problems. 

Written by James L. Howard Jr, 
LIAMA staff editor, the book contains 
many suggestions regarding saviné 
and borrowing and includes se 
budget plans. 
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Pick Barrows To Head 
st. Louis Life Agents 


Bronson S. Barrows, Northwestern 


| Mutual Life, has been elected president 


of St. Louis Life Underwriters Assn., 
succeeding John H. Leaver, Mutual 


+ |Benefit Life. 


Clarence H. Sheata, Metropolitan 
Life) and Thomas Fitzgerald, New 
york Life, were elected vice-presidents 
and the secretary and treasurer will 
be named later. 

Kenneth L. Anderson, 
R&R, was guest speaker. 


Insurance 


Pa. Insurance Federation 
Officers Are Elected 


{Insurance Federation of Pennsyl- 
yania at its annual meeting elected 
William Elliot, chairman of Philadel- 
phia Life, president, and William 
MacLean, president of National Union, 
lst vice-president. Other vice-presi- 
dents elected include William B. Corey, 
president of Provident Indemnity Life, 
and Theodore A. Engstrom, manager 
of Aetna Life at Philadelphia. 

John A. Diemand, president of Life 
of North America, was named chair- 
man of the executive committee and 
Thomas A. Bradshaw, president of 
Provident Mutual Life, vice-chairman. 


Franklin Life Installs 


Second Univac System 


A second Univac electronic account- 
ing system has been installed by 
Franklin Life. In 1952, Franklin be- 
came the first business organization to 
contract for a Univac. All other instal- 
lations prior to that time were owned 
by governmental agencies. 


Illinois A&S Forum 
Elects Jack Robinson 


Jack Robinson, Prudential, has 
been elected president of Illinois 
A&S Underwriters’ Forum, succeed- 


ing Robert Flory, Continental Assur- 
ance. Salvatore Serio, Bankers L.&C., 
William D. Bruce, Employees Life, 
and Robert Fogle, American Service 
Bureau, were elected vice-presidents. 
Jack Scanlon, Firemen’s Fund, was 
named corresponding secretary, Har- 
vey Crain, Benefit Assn. of Railway 
Employees, recording secretary, 
and Fred Derrick, Municipal, treas- 
urer. 


Cincinnati A&H Assn. 


Names Harrison President 


Herman C. Harrison, Harrison & 
Lawrence agency, has been elected 
president of Cincinnati Assn. of A&H 
Underwriters. Other officers elected 
are Max Abrams, Occidental Life, 
vice-president; Loretta Janszen, Trav- 
elers, secretary; and Mary Bulthaup, 
Secured agency, treasurer. Dudley A. 
Martin of Inter-Ocean, past president, 
is chairman of the executive committee. 


Conn. General Man Heads 


Richmond Estate Council 
Estate Planning Council of Rich- 


mond has elected as president, Parks 
P. Duffey, Connecticut General; vice- 
president, William L. Nichols, trust 
officer Central National Bank; treas- 
urer, Raymond E. Williams, North- 
western Mutual Life; secretary, Rob- 
ert L. Gordon Jr., vice-president and 
trust officer First & Merchants Na- 
tional Bank; executive committee, R. 
Colston Christian, attorney, and T. 
Braxton Horsley, Life of Virginia. 
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FOR SALE OR RENT 


This Excellent Chicago North Side Location 





A spacious interior (above), distinc- 
tive exterior (inset). Approximately 
22,000 sq. ft. on two floors, plus 
8,000 sq. ft. of dead storage space, 
s+ 4348 N. Broadway, Chicago 40, 





¢ Entire area air-conditioned 

¢ Close to three major bus lines and elevated 

e City parking close by 

¢ Acoustical tile ceiling and fluorescent 
lighting throughout 

e Underfioor ducts for power and phone 
and asphalt tile on first floor 

e Loading area and 500 sq. ft. stock room 
at rear with 15 ft. overhead door 

¢ Separate men’s and women’s washrooms 





Iino’s. 


on each floor 

e Amole single and 3-phase 110-220 volt 
Flec. service 

e Annroximately 1,000 sq. ft. coffee shop 
or cafeteria area including coffee urn and 
kitchen cabinet sink 

e Automatic oil heat—forced air plus base- 
board 

¢ Minimum number of interior columns for 
maximum flexibility of layout 


Contact: Mr. F. E. McCabe, Combined Insurance Company of America 
R4 8-1000, 5059 Broadway, Chicago 40, Illinois 

















<—\ STEP UP with Jefferson Standard’s — 


Ae 


1959 is “Step Up” and “Step Out” year 
at Jefferson Standard. Here are some of 
the steps that make success more attain- 







able by our “Mr. 4%’s”. 















Tefferson 


LIFE INSURANCE COMPANY 
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REINSURANCE SOLICITED 


TOP 
COMMISSION 
CONTRACTS 


UNEXCELLED 
TRAINING 
PROGRAM 


e 
CO-OP 
ADVERTISING 
PROGRAM 


DIRECT 
MAIL SERVICE 


VISUALS FOR 
SINGLE-NEED 
SELLING 


ILLUSTRATED 
MANUAL FOR 
PROGRAM 
SELLING 


BUSINESS 
INSURANCE 
SALES KIT 


PENSION 
TRUST 
SALES 

ASSISTANCE 


Home Office: Greensboro, N C. 
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NALU Cross-Section 
Gets Survey Forms; 


To Record Opinions 


WASHINGTON — A _ nationwide 
sampling of more than 5,000 repre- 
sentative members of life underwrit- 
ers associations has been initiated to 
obtain a wide range of background 
information for the second annual 
survey of agency opinion, sponsored 


FieNATIONAL UNDERWRITER 


The survey forms, prepared by the 
research division of LIAMA, were 
mailed by NALU headquarters to a 
cross-section of the more than 68,000 
association members. The forms were 
accompanied by an explanatory let- 
ter. 

This survey is part of a continu- 
ing project to provide factual data 
on how life underwriters view and 
react to current life insurance events. 

Results of the first annual survey 
were released several months ago. 
Based on the returns of 1,442 mem- 
bers of local life underwriter associa- 


tions, these main conclusions were 
drawn by the LIAMA researchers: 

1. Extension of group coverage, the 
family policy improperly sold, in- 
creased use of term and term riders, 
minimum deposit plans, and company 
emphasis on volume were develop- 
ments considered by agents as detri- 
mental to the public interest. 

2. There is evidence that both 
companies and agency heads may be 
weak in their human relations, and 
that the field does not entirely be- 
lieve that it and the companies are 
working toward the same goals. 


by LIAMA and NALU. 
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Four Million Copies Distributed 
550 newspapers reprinted these booklets—35 million readers 


These four bocklets are the focal points of Connecticut 
Mutual Life’s Human Relations Program. Illustrated 
with cartoons, they are our contribution to helping 
people understand themselves and get along with one 
another. 

Literally thousands of individuals, organizations and 
publications, in this country and around the world, 
have distributed or reprinted these booklets for peo- 
ple they knew would be interested. Mental and public 
health officials, clergymen, physicians, educators, edi- 
tors, executives and personnel men—the list of those 
interested is endless. 

“The Worry-Go-Round”’ is subtitled “How to under- 
stand everyday tensions” and deals with the common 
anxiety problems of businessmen. 


“Needlepoints” entertainingly illustrates problems of 
emotional tension in the routine life of a wife and 
mother. 


“Growing Pains” helps parents and all who deal with 
children and teen-agers understand how to deal with 
special problems that arise in the lives of the coming 
generation. 


"Satisfaction Guaranteed”, newest of the series, tries 
to help people understand themselves better so they'll 
be happier in their work. 


If you haven't seen these valuable, entertaining 
booklets, we shall be delighted to send them to you. 
Write to our Human Relations Program. 


Connecticut Mutual [Life 


INSURANCE COMPANY * HARTFORD 
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Companies Oppose 
Real Estate Rules 
Proposed In Tex. 


R. L. Dillard Jr., vice-president an; 
general counsel Southland Life ay 
legislative committee chairman of Tey. 
as Life Convention, and Ralph 4 
Kastner, general counsel America, 
Life Convention, were the bellwethe; 
in the opposition voiced in the hearing 
by Texas state board on _ proposy 
uniform regulations for real estat 
valuations. There were no _ industry 
spokesmen on behalf of the propose 
rules. 

Mr. Diilard contended that the boar 
needs no further regulations to conduyg 
its operations to correct those com. 
panies with improper valuations, tha 
uniformity could not be achieved by 
the proposed regulations and that they 
encroach on the realm of company 
management. “They are not well 
thought out, not well prepared and are 
so detailed as to put the companies jp 
the hands of the department. I don’ 
believe they would stand up in any 
court,” he declared. ; 


Sauggests Referral 


Mr. Kastner, who was also repre. 
senting Life Insurance Assn., opposed 
the regulations as they would appl 
to foreign insurers and suggested that 
the matter should be referred to Na. 
tional Assn. of Insurance Commission. 
ers. He pointed out that if the other 
states were to take a page out of the 
Texas book, 50 different sets of rules 
were well within the realm of possi- 
bility. 

John Lee Smith, former lieutenant 
governor of Texas, representing United 
Bankers Life, generally concurred with 
Mr. Dillard’s thinking, and Sterling 
Holloway, Continental Life, Fort 
Worth, said the purpose of the board's 
proposals was not made clear to the 
insurance industry. There could be no 
objection, he said, to statements being 
required to give the true picture of 
real estate values, but the proposals 
did not serve this end. . 

Other spokesmen in the majority 
simply endorsed the statements of Mr. 
Dillard or Mr. Kastner. 


Conley Heads N. Y. Area 


Training Directors Assn. 

Howard Conley, 2nd vice-president 
New York Life, has been elected 
chairman of the New York Area 
Training Directors Assn. He succeeds 
Fred Monely, director of field train- 
ing of Prudential. Don Gorsline, su- 
pervisor of management training of 
Equitable Society, was elected vice- 
chairman. Alfred Cranwill, director 
of the information division of Insti- 
tute of Life Insurance, was elected 
secretary. 

The association’s membership is 
composed of officers of life insurance 
companies in the New York metro- 
politan area who are responsible for 
the training of agency and field per- 
sonnel. 


United Lite & Accident Quantity 
Discounts Executive Special Plan 

United Life & Accident has intro- 
duced another version of its Executive 
Special participating ordinary life pol- 
icy, which is quantity discounted and 
includes a reduction of the minimum 
size to $5,000 from the previous $10,000 
minimum. The dividend scale on the 
plan, the first United Life policy to 
have a quantity discount feature, has 
been increased. The policy is being 
issued from ages 10 to 70. 
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Mrs. Eleanor P. Tyroler, editor of the National Tulip Society’s magazine, 
Tulip Tidings, congratulates Merle A. Gulick, vice-president of Equitable So- 
ciety, on his company’s winning the horticultural group’s certificate of merit. The 
award is being made in front of the New York Public Library in recognition 
of Equitable’s planting of thousands of tulips along Fifth Avenue. The bronze 
plaque, left, a citation from New York City, reads, “The flowers and evergreens 
planted on Fifth Avenue and Central Park South are a living gift from The 
Equitable Life Assurance Society of the United States in commemoration of its 
100th anniversary, 1859-1959.” 


Great«West Life Moves 
Head Office In Weekend 





company to be the biggest move of its 
kind ever undertaken in Canada. The 
move, on which 230 men worked round 





LIFE INSURANCE EDITION 


years of planning went into the opera- 
tion which involved tons of equipment, 
comprising about 400 truckloads. Deli- 
cate IBM equipment was moved in 
special trucks earlier in the week. 

The company moved from its old 
buildings on Lombard Avenue _ in 
downtown Winnipeg—the first of 
which had been occupied since 1911— 
to a new building on Osborne Street 
opposite the Manitoba Legislative 
buildings. The new head office, located 
on an eight-acre site, is five stories 


high and contains 219,000 square feet. 


Lutheran Brotherhood 
Reaches Billion Mark 
In Forty Year Period 


Lutheran Brotherhood has reached 
$1 billion of insurance in force, some 
40 years after issuing its first policy. 

In 1948, when sales amounted to $43,- 
047,438, insurance in force was barely 
past $250,000,000. Sales in 1958 totaled © 
$165,686,201. Premium writing for the 
first quarter of this year is $70 million, 
up 36% over 1958. 





Great-West Life moved into its new 
head office in Winnipeg over one 
weekend in what was estimated by the 


the clock, was expected to take most 
of the weekend but was completed 24 
hours ahead of schedule. About two 
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Perspiring Worryhead 


It’s not the heat that’s got him—it’s the frets. His worries would 
vanish with a complete line of ANICO’s competitive policies. So 
would yours. Check with ANICO today. 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or otrer cpenings tur 
those with special qualifications ard exgeri- 
ence will receive prompt attention and answer. 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 
Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


SAAT EO (ORVEED RUB LONE D 


For information address: 
COORDINATOR OF SALES 








INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 













We're referring to 
the Union Mutual teams 
made up of a Regional Agency 
Supervisor and a Field Development Supervisor 
that frequently visit each one of our agencies. 


LIFE UNDERWRITERS SINCE 1848 





Working with the Agency Manager, these teams di- 
rect their efforts toward building the field-man by assisting 
him in all phases of his personal growth. 


In the process, we make available the best sales tools and provide 
careful training, guidance and supervision. Out of this mold, shaped 
with consideration and understanding, comes a man of greater stature 
and income — who is a happy member of his community and a credit 
both to himself and to the name of Union Mutual. 


UNION MUTUAL 


Life Insurance Company of Portland, Maine 





Canadian Head Office — Montreal, P. Q@. @ America's Eighth Oldest Life Insurance Company 





Offering All Forms of LIFE © NON-CAN @ GROUP 
Rolland E. Irish, President — John R. Carnochan, Executive Vice President 
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Suggests Merging 
Life Contingencies, 
Equity Investments 


A merger of life contingencies with 
equity invesiments has been proposed 
by F. J. McDiarmid, vice-president of 
investments Lincoln National Life, as 
a counterbalance against continued in- 
flationary trends. 

Mr. McDiarmid suggests the hedging 
theory in the summer issue of Business 
Horizons, school of business publica- 


HieNATIONAL UNDERWRITER 


tion of Indiana University. 

Whole life and endowment insur- 
ance increased 90% between 1946 and 
1957, he noted, while term was rising 
520%. “Because of this change in the 
type of life insurance in force, the rate 
of growth in life insurance assets ap- 
pears to be slowing down.” 

In recommending new investment 
media, he lists real property and com- 
mon stocks as the best substitutes for 
contractual-type investments such as 
bends and mortgage loans. 

“Common stocks, while not a perfect 
hedge against inflation, probably offer 


the best large-scale investment out- 
let.” 

The alternative as seen by Mr. Mc- 
Diarmid is for the business to become 
increasingly a provider of term insur- 
ance, while its savings aspects, which 
have been beneficial in the past, de- 
cline in importance both relatively and 
perhaps absolutely. 

Boris J. Todorovich, agent of Prov- 
ident Mutual at New York, was the 
speaker at a meeting of Plainfield, 
(N.J.) Life Underwriters Assn. at the 
Park Hotel. 





point of view 


safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that 
agents can best sell 


what they help to create. 


ORTHWESTERN MUTUAL is run in a uniquely 
N democratic way. Every agent is represented 
in the councils of this company. 

Northwestern Mutual agents belong to Agents’ 
Associations. Committees from these associations 
sit down regularly with management to discuss 
problems and opportunities. Over the years there 
has been continuous proof that the fieldman’s 
point of view is important in planning the 
company’s future. There is, therefore, a ‘‘mutual’’ 
relationship between the company and its agents, as 


well as between the company and its policyholders. - 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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Insured Pensions 
Cover 4.9 Million, 
Institute Reports 


Nearly 4,925,000 persons were cover. 
ed by 25,730 insured employer-em. 
ploye pension plans in effect at the 
start of 1959, according to Institute of 
Life Insurance in its annual survey of 
plans written by life insurance com. 
panies. In the past 10 years, the num- 
ber of persons covered has more than 
doubled and the number of plans jp 
force has increased about 2% times 
insured pension plans represent about 
two-thirds of all private pension plans 
in force, the institute reports. 

During 1958, 2,510 insured pension 
plans covering 180,000 persons were 
established. A substantial number of 
these plans were written by life com- 
panies for small business firms, the 
institute says. 

About $15.5 billion was set aside in 
pension reserves by life companies at 
the start of the year. These reserves, 
which increased 11% last year, ac- 
count for about one-sixth of the ag. 
gregate life company reserves. 


Trend To Higher Benefits 


Prominent trends in 1958 insured 
pension planning, the institute noted, 
included higher retirement benefits, 
more complete and earlier vesting 
pensions based on the pay-average for 
final working years and more adequate 
protection for widows of annuitants, 

Future annual retirement income to 
be provided by insured pension plans 
reached a total of $2,435,000,000 at the 
start of 1958, more than double the 
income reported seven years ago, 
About one-half of those covered under 
insured pension plans, a total of 2,425,- 
000 persons, were enrolled under 4,800 
conventional group annuity programs 
at the beginning of the year. 

The deposit administration plans, 
which have shown the greatest rate of 
growth in the past few years, covered 
1.5 million people under 2,000 plans. In 
five years, the number of these plans 
has trebled and the number of persons 
covered has doubled. 


Aggregate Premium Payments 


About two-thirds of the _ insured 
plans in force at the start of 1959 were 
individual policy pension trusts, a total 
of 16,440, having an average of 37 
workers per plan or an over-all total 
of 605,000 persons. 

There were an additional 395,000 
persons covered under 2,490 insured 
plans written by life companies to 
cover special requirements of pension 
purchasers. 

The aggregate premium payments 
by employers and employes for their 
insured plans amounted to $1,660,000,- 
000 in 1958, about one-ninth of the 
entire 1958 premium income of life 
companies, exclusive of A&S. About 
four-fifths of these pension premiums 
were paid by employers, the institute 
estimates. 

Although a large number of those 
covered under insured pension plans 
were in the younger age groups and a 
high percentage of the plans have been 
established in recent years, the life 
companies are currently paying pen- 
sion benefits at the rate of about $275 
million annually. 


Manufacturers Life has reduced 
rates for female lives on its $25,000 
minimum non-par policy, Guaranteed 
Maximum Protection. The rate at each 
age is the same as for males two 


years younger, but with no correspond- 
ing decrease in non-forfeiture values. 
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Erie Assn. Shows 
The Way In Fight 
Against Inflation 


How a local life underwriters asso- 
ciation can mobilize effectively to fight 
the inflation threat is being demon- 
strated by the Erie (Pa.) Life Under- 
writers Assn. 

Highly conscious of the dangers of 
inflation, the Erie association sent 
David M. Conway, Penn Mutual, to the 
NALU midyear meeting in Minneapo- 
lis in March to ask NALU to wage an 
all-out fight on inflation as its No. 1 
public service project for 1959. 

Mr. Conway found that a lot of oth- 
er people at the meeting felt the same 
way—in fact, major features of the 
program were the anti-inflation call 
to arms of President Oren Pritchard 
and the presentation made by Vice- 
president Donald F. Barnes of Institute 
of Life Insurance on the institutional 
advertising campaign that had just 
been readied. 


Association Takes Action 


As a result of Mr. Conway’s report 
to his association and immediate ac- 
tion by the association, these events 
have already occurred: 

1. The association called a_ special 
meeting of its board to appoint an 


anti-inflation committee, naming Mr. 


Conway chairman. 

2. Himes Silin, Lincoln National Life, 
stepped up his schedule as the asso- 
ciation speaker’s bureau chairman so 
that he could have a number of in- 
formed agents speaking out on infla- 
tion within a short time. 

3. Ray Peebles, Mutual of New York, 
formerly a local sports editor, was ap- 
pointed publicity chairman for the 
anti-inflation campaign and given a 
special appropriation to expedite the 
publicity task. 


Revised Sales Congress Plans 


4. The chairman of the local sales 
congress revised his plans so as to 
coordinate with the  anti-inflation 
campaign. He obtained NALU Man- 
aging Director Lester O. Schriver for 
a joint luncheon meeting with the 
Erie Chamber of Commerce. 

5. Mr. Conway elicited the whole- 
hearted cooperation of the local gen- 
eral agents and managers association. 

6. Feeling that the support of com- 
bination company representatives was 
essential if residents of Erie were to 
be aroused to the dangers of inflation, 
Mr. Conway did special spadework 
among agents and district office man- 
agement. 

7. Mr. Conway exacted a pledge 
from each local general agent and 
manager to devote a portion of each 
agency meeting to promotion of the 
anti-inflation campaign. All life agents 





Conclude Conferences 


The last of three spring conferences 
of leading general agents of Contin- 
ental Assurance was held at the 
Wagon Wheel Lodge, Rockton, III. 
Similar meetings were held earlier for 
the Pacific and the eastern depart- 
ments. 


A Massachusetts Mutual ad concern- 
ing mortgage retirement insurance, 
which originally appeared in the Sat- 


urday Evening Post, Time and News- 


week, has been reproduced and review- 
ed by C. A. Kirkpatrick, professor of 
Marketing at the University of North 
Carolina, in his new book, “Advertising: 
Mass Communication in Marketing,” 
published by Houghton Mifflin. 


Lit= INSURANCE EDITION 


in the city are being asked to pledge 
to personally write their senators and 
congressmen to urge a balanced budg- 
et, with reduced spending, and to en- 
courage their policyholders to do like- 
wise. Pledge cards and sample letter 
for life agents and policyholders were 
distributed by the Erie association to 
every life office in the city. 


Will Conduct Panels 


8. On June 9, the Erie association 
will conduct a panel on inflation at a 
joint meeting with the local Kiwanis 
Club. Panel members will include a 


bank president, the general manager 
of the local General Electric plant, 
the executive secretary of the Cham- 
ber of Commerce, and Mr. Conway. The 
panel will repeat its performance 
several times on radio and TV. 

9. A series of newspaper interviews 
has been set up with the leading local 
newspaper, which is giving whole- 
hearted support to the life agents’ 
campaign. 

10. Efforts are being made to get 
other professional groups and civic 
and fraternal organizations to get be- 
hind the anti-inflation campaign. 
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Merchandising Hit 
By Spence At Ind. 
Life Assn. Annual 


Home offices have equipped the field 
to serve the public,:but are they en- 
couraging the best use of that equip- 
ment, Eber M. Spence, retired vice- 
president and board member of Amer- 
ican United Life, Indianapolis, asked 
m-mbers of Indiana State’ Assn. of 
L.ic Underwriters at the annual 

(CONTINUED ON NEXT PAGE) 





growth. 


hear from you. 


AMERICAN UNITED LIFE 





American United is growing fast. All its men on the 
way up... are up. This company encotrages individual 


you. At American United, management helps you de- 
termine your own objectives . . . decide what you want 
to be. Then we help you get there . . . as soon as you 
can. We call that the “Partnership Philosophy.” 


But get the story firsthand—from the vice president 
and manager of agencies, Pete Leland. He'll be glad to 





Which spot you fill— personal producer (earn while 
you learn), unit manager or agency manager—is up to 





Go up with American United! 


American United operates in thirty-three states throughout 
the United States. New offices are being opened every month. 
Your opportunity ? 





Amer 
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INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 
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meeting in Indianapolis, in a speech 


entitled, “An Ex-Firehorse Looks at 
the Station.” 
“In the last few years, there has 


crept into the business a concept of 
merchandising in contrast to service 
selling,” he charged. “Life insurance 
is a character business; its primary 
function is to dignify the individual. 
We are in a prescription, not patent- 
medicine business,” he declared. 
Expressing optimism in the future 
of the life ins&rance business, Mr. 
Spence charged, however, that the 
~merchandising concept emphasizes 


FieNATIONAL UNDERWRITER 


cost. “Too much such emphasis could 
take us back to the cut-throat ccm- 
etition of 50 years ago when compan- 
ies attacked each other in print and 
by name.” 

The merchandising trend cannot be 
laid wholly at the door of the com- 
panies, however, he stated. “I have 
lately been in a position to see what 
kind of pressure the field can put on 
the home office. Too often the cry of 
the field is, ‘If other companies are 
doing it, why don’t we?’ 

“The fire stations look fine, but 
there are some things this old fire- 


horse sees that make him rear back on 
his hind legs. However, basically there 
is nothing wrong that the service con- 
cept won’t cure.” 


Backs Up Objections 


Howard Kraft, vice-president Ohio 
State Life, backed up Mr. Spence’s 
objections to price merchandising by 
urging association members not to 
substitute low cost for salesmanship. 
Speaking on “Nine Ways to Look at 
Yourself,” he warned that life insur- 
ance is moving more and more into a 
buyers’ market as the competition of 
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OHIO NATIONAL LIFE’S 
Pension Trust and 
Profit Sharing Plans 


Coverage to $10,000 on 10 lives or more and to $20,000 on 25 lives 
or more on Guaranteed Issue basis. 


e Regular Retirement Plan Endowment available, guaranteeing 
$10 per month per $1,000 insurance, 10 years Certain and 


Continuous. 


e The New Special Life Rate Policy (male and female rates) 
makes calculations easier by providing exactly $2.50 per month 
per $1,000 at Age 65, at all ages of issue. Convertible up to 
$20 per month per $1,000 of insurance. Ideal for Split-Funding 


and Profit-Sharing. 


e Post funded annuities. Graded death benefit policies available. 


e Complete consulting service facilities—Plan design and pro- 
posal; sample indenture and tax filing forms prepared by 


Home Office. 


e On combination plans, flexible methods of funding Auxiliary 


Fund. 


Extremely low participating premiums per 1,000 for Male Lives: 


MS 


SS 


256 


CROP 











Life Rate Policy at 65 Retirement Plan Endowment at 65 
Age $5,000 Policy $10,000 Policy $5,000 Policy $10,000 Policy 
25 16.86 16.41 32.14 31.69 
35 23.19 22.74 47.15 46.70 
45 35.40 34.95 77.71 77.26 
55 65.03 64.58 168.82 168.37 




















Still further reductions for larger sized policies. 
Top commission scale — plus vested renewals on each case. 
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INSURANCE COMPANY: CINCINNATI 


Life 
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new autos, new TV’s, and other new 
appliances grows hotter with the 


stepped-up sales effort being put be. 
hind them. The need, he said, is for a 
hard-sell attitude toward the business 
on the part of the salesman but soft- 
sell toward the prospect. “The reverse 
is high-pressure,” he pointed out. 

Mr. Kraft listed six rules to increase 
sales efficiency: Don’t backtrack on 
calls; plan interviews in advance; 
analyze the prospect’s situation before 
calling; sell a full line of income coy. 
erage, including A&S; talk income; be 
in the field from nine to six and at 
least two evenings a week. 

Talking on key man insurance used 
as an employe benefit, Jack Rawles, 
2nd vice-president Lincoln National, 
reported that a comparison of highly 
successful graduates of Southern 
Methodist Institute with mediocre 
showed little difference in effort, pro- 
specting, or typical policy. The only 
difference discovered was that highly 
successful graduates close an average 
of about 12 “non-typical’’ cases a 
year. “Key man insurance,” he said, 
“can produce those non-typical cases 
that will put you in the highly success- 
ful group.” 


Urges Return To Fundamentals 


Speaker at the state association’s 
joint luncheon with the Indianapolis 
association, at which the number pres- 
ent was close to double convention 
registration for a standing-room-only 
crowd, J. D. Anderson, vice-president 
Guarantee Mutual, Omaha, charged 
that the business today has more edu- 
cational tools than the average man 
needs and that the great necessity is 
to get back to fundamentals and sell 
life insurance as food, clothing, shelter 
for widows, orphans, and old people. 
“We have become too prone to present 
figures instead of the story of life 
insurance,” he charged. 

“To succeed in this business, you 
must have a conviction about it that 
is close to religion because, in fact, 
this business itself is close to religion. 
To the extent that you fail to believe 
that you are in the finest business 
with the finest company and the finest 
agency, you are harming your future,” 
Mr. Anderson warned. 

He also declared that selling per- 
manent policy forms is the best way 
to check inflation. “Not only does it 
take money out of the _ spending 
stream, but also it helps guarantee its 
owner and his beneficiaries will never 
need go on the tax rolls. Remember, 
a man at 65 has 15.7 years to live—yet 
agents are going out and selling men 
term!” 


Midland Mutual Honors 
Top Agency Winners 


The president’s awards of Midland 
Mutual Life for all-round agency lead- 
ership during 1958 have been presented 
to the S. Byrl Ross and E. Leon Harris 
agencies. 

The Ross agency, located in Parkers- 
burg, W. Va., ranked first among all 
agencies with the company five years 
or longer. In 1958, the agency register- 
ed a 57% gain over 1957 in life paid- 
for volume and a 112% increase in 
A&sS sales. 

In the under-five-years category, 
the Harris agency of Bay City, Mich. 
came out on top by a wide margin. 


A North Carolina bill would vest 
authority to rule on rates and other 
matters in a five member insurance 
commission instead of the present 
commissioner. The commissioner weuld 
act as chairman of the commission. 


YIM 
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NEW YORK—Calling for a revival 
of faith in the life insurance business, 
Stanley R. Wayne, 
Mutual Benefit 
Life, in his accept- 
ance speech as the 
new president of 
the New York City 
Life Underwriters’ 
Assn., declared 
that in spite of the 
many problems 
facing the _ busi- 
ness, “as long as 
we don’t lose our 
perspective as pro- 
fessional life in- 
surance salesmen, as long as we con- 
tinue to maintain a sense of integrity 
to ourselves, to our product, to our 
industry, and to the buying public, we 
are going to see these problems solved. 

“This is not the first time our indus- 
try has been faced with serious prob- 
lems and it probably won’t be the 
last,” said Mr. Wayne. “So far we have 
always come out with flying colors. 


Never Lost Faith 


“IT have a strong feeling that the 
main reason we have survived so far 
has been because we did not lose our 
integrity or our perspective of our 
product, at least up to now. We never 
lost faith in the basic values and pur- 
poses of our product and its uses and 
we never stopped preaching the funda- 
mental gospel of ‘live, die or quit.’ 

“We never surrendered the basic 
concept that life insurance has always 
been good property and we refused, 
with every resource at our command, 
to permit our competitors to lead us 
into a position where we forgot it or 
where we stopped trying to preach its 
gospel to the buying public, and also 
I believe because mostly, we went into 
court with ‘clean hands.’ That is why 
we have survived.” 

Mr. Wayne suggested that many of 
the basic problems of the business 
today have arisen because those fund- 
amental truths have been lost sight of. 





Stanley R. Wayne 


Competition Not New 


“Competition is nothing new to us,” 
he said. “We have always had to com- 
pete for the investment and security 
dollar. There has always been a Wall 
Street and before mutual funds we 
had investment trusts. We have al- 
ways had to fight for the real estate 
dollar, for the savings bank and bond 
dollar, for the automobile and tele- 
vision dollar—in fact for the very same 
dollar that people have been spending 
or wanting to spend for everything in 
the world but our product. And despite 
that—no perhaps because of that—we 
sold Jife insurance. 

“We sold it because we had enough 
faith and belief in the value of our 
product to be willing to prove to the 
public through professional salesman- 
ship that life insurance could solve the 
three reasons for saving money better 
than any other form of property. You 
know them: emergencies or opportun- 
ities, living too long, dying too soon. 
And we believed it. We never stopped 
believing that ours was a financial 
service to provide guaranteed dollars— 
guaranteed dollars when needed most. 


Scores ‘Dealers In Gloom’ 


‘t wonder whether we still do? I 
think most of us do, but I am afraid 
there have been just enough prophets 
*f doom and dealers in gloom around, 
so that even some of us who have 
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N. Y. City Assn. Chief Calls For 


‘Revival Of Faith’ In Insurance 


been believers have begun to have 
some doubts. 

“Now just to keep the record 
straight—I have no fight with ethical 
securities people who sell stocks or 
mutual funds and I know many. I 
own them and have bought both for 
my children, but I also own a large 
amount of life insurance—on an an- 
nual premium basis—and I didn’t buy 
my securities from another life insur- 
ance man. You see, I don’t even have a 
general insurance license. I buy my 
insurance from a broker and pay gross 
premiums.” 

Mr. Wayne said that making or losing 
money in the stock market never con- 
cerned him too much because of the 
equities in his life insurance and be- 
cause it still is the only property he 
owns that has settlement options at- 
tached to it for the use of his widow 
and children. 

“I think we have had a beautiful 
and well-conceived trap laid for us— 
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and we have fallen right into it,” he 
said. “I had always been taught that 
when you run into a competitive case 
you should make your own recom- 
mendations and then compel the other 
fellow to come over into your backyard 
rather than going into his yard and 
playing his game according to his 
rules. Frankly, I’ve always preferred 
to make my own rules. 

“It seems to me that we have been 
conned into playing the other fellow’s 
game, with his rules, on his field and 
with his own hand-picked umpire and 
frankly if we have permitted ourselves 
to become suckers for a left hook 
perhaps we deserve a good clout on 
the chin. 


Not Overlooking Inflation 


“Oh, I know all about inflation, its 
inroads on the dollar and all about 
taxes and their effect—I haven’t for- 
gotten April 15 so soon. I know that 
for every dollar a man puts into life 
insurance if he’s in a 50% tax bracket 
he has to earn two. But I’m just as 
aware that an expenditure of $5,000 
for a Cadillac car required $10,000 to 
be earned unless of course it’s hidden 


AMAZING CAREFREE 
DISCOVERY" 


Instant Security! Just combine 
one prospect with the proper 


amount of insurance, and stir. 


(*With apologies to both Maxwell 
House and Pan-Am.) 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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in a corporate purchase, and the same 
thing applies to every dollar he spends 
for everything. 

“They are not all tax deductible and 


‘the business can’t buy everything. 


Let’s go one step further. If it’s buy 
term and invest the difference, doesn’t 
the same man have to earn $2,000 to 
pay $1,000 for a term premium? Once 
again, we are swallowing too much 
‘red herring.’ I don’t know about you, 
but to me life insurance cash values 
need no apology. They have always 
been right where I needed them. They 
have helped finance babies, agents, my 
home, and many emergencies. In fact, 
I can prove to you mathematically, 
that taking a man in a 50% tax bracket 
if he buys term and invests the differ- 
ence—even if we credit him with 6% 
interest accumulation every year over 
a period of 20 years, the result after 
taxes will not equal cash value and 
accumulated dividends in an ordinary 
policy. 

“I think we have permitted our- 
selves to be entrapped by having al- 
lowed the other fellow to lead us into 
the untenable and unhealthy position 
of trying to compare two different 
products in the defense of ours. In the 
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first place, it’s impossible. The two are 
not comparable. And in the second 
place, our product needs no defense. 

“And now comes the crowning act: 
I have a drawer full of letters, as I am 
sure you have, from mutual fund peo- 
ple who want to tell me about hedges 
against inflation, who want to teach 
me about the flight from the fixed 
dollar. Oh, no, they aren’t trying to 
proselyte you or me. They really don’t 
want us to sell mutual funds. They are 
just worried about us. They don’t 


believe we are sufficiently well round- 
ed and informed so that we can give 


Pian 


Dollar 
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our clients proper advice without 
knowing about stocks and mutual 
funds. 


“Well, I’ll let them all in on a little 
secret, all at one time: I learned a lot 
about stocks in 1929 and several times 
since. I am simple enough to agree 
with Mr. Keith Funston, president of 
the New York Stock Exchange, when 
he said on April 24 in a letter to the 
editor of the Wall Street Journal: 

“In all of our educational messages 
in recent years, we have continually 
emphasized that stock and bond in- 
vestments are only for those investors 
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Exclusively yours through The Employers’ Life! The Even Dollar 
Plan is a new and welcome approach to Life. The amount of 
insurance is always an even $5,000. The premium is always an 
even amount. The buyer has his choice of $10, $15, or $20 
monthly payments which continue to a specified paid-up age, 
according to age of issue and premium selected. At the paid-up age the insured has the option 

to continue monthly deposits in the same amount, and The Even Dollar Plan matures as 

an Endowment at an Optional Endowment Age. The Even Dollar Plan automatically 

includes an unusually liberal Waiver of Premium benefit with no exclusions and only 


a four month waiting period. 


If you are an Agent who is logking ahead . . . an Agent who plans . . 
our exclusive Even Dollar Plan as well as The Emoloyers’ Life complete and. competitive 
portfolio with new, unusual and liberal features. The entire program has been designed 
to make it easier for the Agent to sell and easier for the prospect to buy. Of course, 
a special invitation is extended to Agents now representing The Employers’ Group 

. one of the few nation-wide, full-line Life and Property carriers. 


~ Eeployos Le 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 





110 MILK STREET, BOSTON 7, 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


who can afford the risks and who have 
the facts. ... The New York Stock 
Exchange strongly urges investors to 
make sure first that they have steady 
income or series E government bonds 
to take care of family emergencies. 
Only funds over and above this should 
be invested in stocks. Nobody, in other 
words, should buy stocks unless he can 
stand to take a loss if they go down.” 
“In plain and simple language, 
whatever goes up must come down.” 
Mr. Wayne questioned the idea that 
there has really been a flight from the 
fixed dollar. He said people have been 


. why not see for yourself 
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too ready and eager to buy the cq, 
cept that the public or the ave 
man has lost faith in fixed dolla: 
values and that there is a mad race gy 
to get away from them. He cited the 
fact that at the end of 1958 there we, 
in the United States $85 billion in jj, 
insurance equities, $3 billion in cred 
unions, $33 billion in savings bank 
$45 billion in savings and loan assogja, 
tions, $55 billion in commercial banks 
and $47 billion in U. S. savings bong’ 

In New York state alone, said y 
Wayne, there are $3 billion in saving 
and loan associations, $5 billion in 
U.S. savings bonds, $6 billion in con. 
mercial banks, $13 billion in life jp. 
surance equities, and $18 billion jy 
savings banks. 


Calls Evidence Conclusive 


“That’s pretty conclusive evidence 
that the public still wants fixed dolly 
savings and I’m not convinced that j 
is being accumulated to be thrown int) 
securities,” he said. “It is pretty goog 
evidence, too, that perhaps we coulj 
do much better competing in our ow 
natural market where we have alway; 
done so well—guaranteed dollars fq 
future delivery—instead of trying t 
compete in markets where our produc 
does not belong. 

“Incidentally, as recently as Apri 
23, the Wall Street Journal carried a 
article dealing with fixed dollar say. 
ings for the first two months of the 
year. You can draw your own cop. 
clusions: Savings banks, gain, $933 
million; E and H treasury bonds, sale 
exceed cash-ins by $124 million; time 
deposits (largely savings accounts), 
gain, $600 million. I am still looking 
for that race to get away from fixe 
dollar values. 


Still Solves Most Problems 


“When I first came into the bui- 
ness, I was told that while life insu. 
ance would not necessarily solve all of 
the problems of all of the people, it 
would solve most of the problems for 
most of the people. That is just as true 
today and what’s more, neither you 
nor I will ever live long enough to call 
on most of the people. So I urge each 
of you in the coming year to re-ex- 
amine yourselves, your product and 
your philosophy. 

“I sincerely hope our chat today will 
lead to a revival of faith within each 
one of us, in the religion and miracles 
of life insurance. I have never favored 
trying to legislate any man’s thinking. 
I sincerely believe this is a philosophi- 
cal problem which each of us must 
solve for himself. 


Urges Positive Thinking 


“I wish I had the power and ability 
of a Billy Graham to call each one of 
you to come forward to accept in re 
affirmation the gospel of life insur- 
ance. I don’t have, so I can only urge 
you to stop thinking defensively about 
yourselves and your product. I can 
only urge you to think positively, to 
mount an offensive and return to fund- 
amental and proven selling methods 
based on live, die, or quit. 

“I can only urge you to examine 
yourselves to learn if perhaps we have 
been seeking the negative, rather than 
the positive.” 

Elected along with Mr. Wayne were 
the others on the slate listed in the May 
16 issue of THE NATIONAL UNDERWRITER. 

William Harmelin, Continental As- 
surance, discussed the role of disa- 
bility coverage in partnership or close 
corporation buy-and-sell agreements 
and the tax and legal problems Il- 
volved. Emphasizing the sales aspects, 
he analyzed specimen agreements and 
reviewed the important points which 
should be included in them. 
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Naming Beneficiary 
Needn’‘t Disqualify 
Casale-Type Setup 


An additional bit of assurance from 
the Internal Revenue Service eliminates 
the need to review some types of busi- 
ness insurance setups which have been 
considered “offbeat” because of the 
handling of the beneficiary arrange- 
ment, according to Solomon Huber, 
general agent in New York City for 
Mutual Benefit Life. 

In the new ruling (revenue ruling 
59-184, IRB, 1959-21, page 8) the rev- 
enue service has indicated that it will 
not only follow the decisions of the 
United States courts of appeal in the 
Casale, Prunier and Sanders cases but 
will do so even where a stockholder has 
the right to designate a beneficiary, 
provided, however, that this right of 
the beneficiary to receive the proceeds 
is conditioned upon the transfer of the 
corporate stock to the corporation. 

“The ruling makes it clear,” said Mr. 
Huber, “that the retention by the stock- 
holder of this right will not cause the 
premiums to be regarded as income 
where the corporation purchases in- 
surance on the lives of its stockholders 
for the purpose of using the proceeds 
in payment of a deceased stockhold- 
er’s interest.” 

The ruling follows up revenue ruling 
59-184 and supersedes revenue ruling 
59-79. 


Bankers Of Iowa Has Gains 
New business of Bankers Life of 
Iowa for April amounted to $43,094,832, 


LIFE INSURANCE EDITION 


an increase of more than 50% over the Wisconsin Natl. Issues 


same month last year. Ordinary 
amounted to $25,804,365 and group 
$17,290,467. 


For the first four months production 
was $161,726,023, an increase of 16%. 
Ordinary for the first four months 
amounted to $89,541,565 and group 
$72,184,458. 

Total in force by the end of April 
was $3,376,835,203. Of this, $1,873,161,- 
297 was ordinary and $1,503,673,906 
group. 


Ky. Agents Slate Annual 


Sales Congress June 12 

Kentucky Assn. of Life Underwrit- 
ers will hold its annual meeting and 
sales congress at the Phoenix Hotel, 
Lexington, June 12. 

Speakers on the program will be 
Stanley C. Collins, assistant staff su- 
pervisor, field management division 
Metropolitan Life and former presi- 
dent of NALU; Francis L. Merritt, 
director of training Mutual Benefit 
Life; Frank Maher, vice-president 
John Hancock, and Gordon McKinney, 
vice-president Jefferson National. 


Elect Bachmann To Head 
Western N. Y. A&H Assn. 


Western New York Assn. of A&H 
Underwriters has elected Adam Bach- 
mann Jr., Fred S. James & Co., presi- 
dent. Also elected are Harry R. Krentz, 
Monarch Life, and Robert A. Woodall, 
Zurich, vice-presidents; Miss Philo- 
mena DeMaria, Manhattan Casualty, 
secretary, and J. Clark Winslow, Con- 
necticut General Life, treasurer. 


Seaboard Life has been licensed in 
Nevada. 





A BILLION IN 


PROTECTION 
4 


Liberty Life is now providing a billion dollars in life insur- 
ance protection for individuals, families and businesses 


throughout the Southeast. 


This striking evidence of strong public confidence and 
progressive management is added proof that the Liberty Life 
representative has greater opportunities for service and 
advancement today than ever before in our 54-year history. 


LIBERTY LIFE 


INSURANCE COMPANY 


Home Office: 
Greenville, South Carolina 





FOR LIBERTY LIFE 
POLICYOWNERS 





Insurability Rider 


A guaranteed insurability rider is 
being issued by Wisconsin National 
Life at ages 25, 28, 31, 34, 37, and 40. 

Under the option, additional cover- 
age, not to exceed $10,000 at any one 
time, may be purchased equal to the 
face amount of the basic policy. The 
option may be applied to most policies 
of $5,000 or more issued at ages 15 to 
37, and most policies of $2,500 or more 
issued at ages 0 to 14. 
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OUR CLIENTS 








to fifty employees, including: 


* High early cash values 


* Guaranteed Issue—without 
increase in premium or 
reduction in dividend— 
on as few as 10 lives 


* Premiums graded by policy 
size 


The GUARDIAN 
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Commissioner Recesses 


Relicensing Hearings 


WASHINGTON, D.C.—Hear.ngs by 
Commissioner Jordan as to whether 
United of Chicago should be relicensed 
in District of Columbia have been re- 
cessed to June 10. | 

The company feels that obstacles to 
relicensing can be resolved and, ac- 
cording to Almore H. Teschke, vice- 
president and general counsel, amount 
to “a lot of misunderstanding regarding 
the facts.” 
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Tailored 
Pension 


Programs 


FOR YOUR CLIENTS 


GUARDIAN’S New Pension Trust Program offers many attractive 
features for your best pension prospects—firms with from five 


* Free valuation of auxiliary 
funds 


* Personalized consultation 
and proposal service 


* Attractive binder for filing 
policies 


For complete information, call the GUARDIAN manager 
in your area, or write our Pension Trust Division. 


Life Insurance Company 


OF AMERICA 


A Mutual Company ® Established 1860 
SO Union Square, New York 3, New York 
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LIA To Review Conflict-Of-Jurisdiction 


(CONTINUED FROM PAGE 1) 


opinion from the corporation counsel 
has caused some concern among those 
interested in the variable annuity. 
This concern arises from the fact that 
the present corporation counsel is not 
the one who gave the favorable opin- 
ion but a former assistant corporation 
counsel who was not wholly sympa- 
thetic with the idea that variable an- 
nuities are a form of insurance con- 
tract and should be regulated by the 


























insurance department. 

Mr. Jordan is seeking the answers 
not only to whether the question of 
licensing variable annuity companies 
as life insurers should be reconsid- 
ered but also to what the insurance 
department should do if a mutual fund 
or any other organization should at- 
tempt to add life contingencies to their 
contracts in the manner of the vari- 
able annuity, and finally, if a life 


company were to write a variable an- 
nuity in the District of Columbia, 
should its license be revoked? 

On the SEC front, the two variable 
annuity companies domiciled in the 
District of Columbia, Variable Annuity 
Life and. Equity Annuity Life, are re- 
ported to be running into rough going. 
The difficulty appears to be in the 
SEC’s efforts to force the variable an- 
nuity insurers into the format of an 
investment company, which is speci- 
fied in the investment company act of 
1940 and is totally foreign to the life 
company pattern. 
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Wilmington, Delaware 


STATEMENT OF 


One Year Term Insurance Addition 
(commencing on policy anniversary date) 


The purchase of one year term insurance 
additions is subject to the provisions of the 


policy and the dividend election in effect. 


John F. Client 


April 1, 1959 


One Year Term 7 
esuennct Addition 3 $5 8 0 


Secretary 









































Widely recognized today as one of the most desirable life insurance contract features obtain- 
able, the Term Addition Option is in reality a Continental American “first”. Originated in 








1925, it added a vital new dimension to life coverage, permitting policyowners increased 
protection through dividend-purchases of additional insurance. Term Addition—the “Fifth 
Dividend Option” —evolved logically from a Continental American concept that has never 
changed . . . the concept of maximum protection at the lowest possible cost consistent with 
safety. The Term Addition Option is available on all policies except juvenile and special class. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
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The disclosure, etc., requirements 
under the securities and exchange ag 
of 1933 present no significant problem, 
But the SEC notion of complyj 
with the investment company act g 
1940 is to have a variable annuity 
company operate through two muty 
funds, with the annuity company re. 
duced to the role of a shell. 


Difference In Exemption 


Incidentally, it is said that a com. 
pany doing primarily a life insurang 
business could not be subjected by 
the SEC to the investment company 
act of 1940, because there is a provi. 
sion in the act that it shall not apply 
to companies engaged primarily in the 
life insurance business. Variable an. 
nuities had of course not even bee, 
thought of in 1940. The exemption was 
merely inserted so that activities 
banks and insurance companies would 
not be unintentionally brought into 
the act’s scope. 

What the effect of this exemption 
would be is problematical, but it seems 
unlikely that SEC would be content 
for long with a situation in which jt 
forced variable annuity specialty com. 
panies into the tortures of the invest. 
ment company mold while exempt. 
ing life companies writing variable 
annuities on a much larger scale but 
still as a fairly small part of their total 
business. 


Want Exemption Power Used 


What all who are interested in writ. 
ing variable annuities would prefer js 
for the SEC to use its powers of ex- 
emption so that variable annuity in. 
surers would not be subject to the 
onerous provisions of the 1940 invest- 
ment company act. A problem here 
for the SEC is that the National Assn. 
of Securities Dealers and the stock 
exchanges are extremely vocal in try- 
ing to get the SEC to hamstring the 
variable annuity in the guise of achiey- 
ing competitive equality. 

The SEC is of course not obliged 
to do what the securities dealers urge 
but the NASD is a quasi-government- 
al organization and operates close to 
the SEC. They all talk the same lan- 
guage. 

Said one observer, “It’s sort of as 
if a state milk commission were given 
control over horses, too, as well as 
cows. All the rules are based on cows, 
so the easiest course is simply to de- 
clare that for purposes of these rules 
a horse shall be considered to be a 
cow. Let’s say there’s a rule that all 
cows must be de-horned. Since you 
can’t de-horn a horse, it means that 
no farmer can own a horse because he 
can’t :ibide by the rule.” 


AFL-CIO A&S Insurer Is 


Licensed In Washington 


Federated American of Seattle has 
been licensed in Washington to write 
A&S. The AFL-CIO-owned company 
has authorized -capitalization of $4 
million and plans eventually to under- 
take multiple line operations. 

Officers are E. M. Weston, chair- 
man; Wayne Murray Jr., president; 
Andrew J. Zimmerman, executive 
vice-president and secretary, and Wil- 
liam J. Millard Jr., treasurer. 


Picture Not Hutchinson's 

The picture identified as that of Al- 
exander Hutchinson, 2nd _vice-presi- 
dent of Metropolitan Life, which ran 
with an account of a talk by Mr. Hutch- 
inson, was actually not of him but of 
James Eubanks, 2nd vice-president of 
Metropolitan Life in charge of field 
training. 
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More Insurance 
Companies , 

Use More Yip tops 
Than Any Other 
Audio-Visual 
Selling Tool! 





The DuKane Flip-Top 

is the sales tool that makes 
audio-visual selling 
practical for the insurance 
agent! It’s all in one 

unit, with self-contained 
screen ...noset-up fuss, 

no bother with focusing. 
Startlingly brilliant 
pictures in color or black- 
and-white, even in full 
daylight. You don’t have to 
re-arrange furniture or 
people with the Flip-Top 
... Just set it up, plug 

it in, and it presents your 
facts, figures, and sales 
message clearly and 
effectively. Puts the 
younger agent into top 
brackets sooner . . . saves 
priceless time for the 
experienced man. 


The Flip-Top is adaptable to your own custom-produced 
sound slidefilm program, or to the stock films now avail- 
able for insurance selling. 


Dukane 


CORPORATION 


Duane Corporation, Dept. '-' St. Charles, Ill. 
Please tell me more about the Flip-Top in insur- 
ance selling. I am especially interested in 


O Our own custom-produced sound slidefilms. 


Name. 


Company. 








LIFE INSURANCE EDITION 


‘Conventions 


June 8-12, NAIC, annual, Statler Hotel, Boston. 


June 10-13, Florida Life Underwriters Assn., 
annual, Robert Meyer Hotel, Jacksonville. 


June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels. 
San Francisco. 

June 11-13, ALC medical section, The Home. 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 

; Greenbrier, White Sulphur Springs, W. Va. 

June 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Dothan. 

June 21-25, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 


July 23-25, National Assn. of Life Companies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
+ a annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., annual, 
Sheraton Hotel, Philadeiphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 


Pension Fund Assets 
Climb 14% In 1958 


Assets of pension funds of U.S. cor- 
porations amounted to $22.1 billion at 
the end of 1958, an increase of 14%, 
according to the annual survey by 
Security & Exchange Commission. Cor- 
porate securities accounted for the 
largest part of pension fund invest- 
ments—$18.4 billion or 83% of all as- 
sets. 

Of these, the survey noted, $11.7 bil- 
lion was in corporate bonds and $6.7 
billion in common and preferred stocks. 
The government bond holdings were 
$2 billion, or 9% of total investments, 
while mortgages and deposits each 
amounted to $400 million. Other assets 
totaled $900 million. 

The trend toward greater investment 
of pension funds in common stock, 
which has been noted in past surveys, 
continued during 1958. At year-end 
$6 billion, or 27% of pension fund 
assets, based on book values, was 
invested in common stock, as against 
25% in 1957. 


Total Receipts Increase 


Based on market values, common 
stock investment comprise $9.5 billion 
of pension fund assets, or 39% of total 
,assets, the survey said. At the end of 
1957 the ratio was 30%. 

Net acquisitions of common stock 
totaled $1.2 billion as compared with 
$1 billion in 1957. In 1958, 43% of pen- 
sion fund net receipts was used to 
purchase common stock and 37% in 
1957. 

Total receipts of pension funds from 
contributions and investment income 
were $3.5 billion, up from $3.3 billion 
in 1957. Contributions from employers 
amounted to $2.3 billion, slightly less 
than in 1957 and contributions from 
employes which were slightly higher, 
amounted to $330 million. 





Address__ 
City & State 
cies, 














Vorims 


Benefit payments to _ pensioners 
' totaled $710 million in 1958, $80 million 
more than the year before. 
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To Our Top Men 


Sincere congratulations to the 133 men who qualified last year for 
membership in our President’s Club. They did it through outstanding 
achievement in performance and in quality of service to clients. & 
Forty-one are life and qualifying members, having earned this honor 
ten or more years. @ Twenty-three also qualified for the President’s 
Club Honor Table which requires, in addition, the production of a 
million or more new life insurance in our Company. @ Our hats are 


off to our five star group. 


CONNECTICUT GENERAL @@s5 


Life Insurance Company, Hartford 











Money is important, we can’t live without it—but it 
can't buy everything. Try to buy prestige with it. By 
prestige, we mean a good name which is built up 
through years of service to clients. 

Federal Life has built a name through the years 
which is synonomous with POLICYHOLDER SERV- 
ICE. Operating for 60 years, Federal Life has become 
known as a leader in the field of Life, Accident and 
Health Insurance. 

Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 
man proud to be associated with it. 

If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 
Vice-President for details. 














FEDERAL LIFE INSURANCE CoO. 


6100 N. Cicero Avenue 
Chicago 46, Illinois 
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Editorial Comment 
Even Livelier Days Are Ahead 


The importance of the break-up of 
the variable annuity log jam in New 
Jersey would be hard to overestimate. 
With a company of Prudential’s mag- 
nitude given freedom to go ahead in 
this important venture, there is no 
doubt that we will be seeing an ex- 
ample of that much abused term 
“chain reaction.” For now that New 
Jersey has been added to the list of 
states where. the variable annuity can 
be written, it is virtually inevitable 
that many additional states will fall 
into line. 

Moreover, many companies that 
have not felt impelled to compete with 
existing variable annuity insurers in 
the limited areas in which they oper- 
ate can hardly continue to take so 
placid a view now that the second 
largest company in the business is 
about to offer its variable annuity 
wares. 

No matter what one’s views on the 
variable annuity, it would be difficult 
to deny the importance of it as a com- 
ing development— barring of course a 
totally unexpected slump in the stock 
market and a substitution of deflation 
for inflation in the economic picture. 

This observation serves as a re- 
minder that probably too much atten- 
tion has been centered on the variable 
annuity as a hedge against inflation. 
The fact is that if the variable annuity 
works as it is supposed to, a decline 
in yield during deflation is as much 
to be expected as a rise in yield with 
inflation. This has to be accepted not 
as a flaw in the variable annuity con- 
cept but as ‘a normal characteristic, 
like the fact that elevators go down 
as well as up. To consider that there 
is something wrong with a variable 
annuity because it must be expected 
to go down as well as up in yield is as 
unreasonable as to complain at the 
bi-directional behavior of elevators. 

Variable life insurance has already 
been thought of and it would not be 
surprising to see the concept develop 
side by side with the variable annuity. 
At the recent annual meeting of Assn. 
of Advanced Life Underwriters, M. H. 
Le Vita, executive vice-president of 
Guaranty Life of Wilmington, Del., 
propounded an interesting approach. 
This would involve a mutual fund 
affiliated with a special kind of life 
company that would receive premiums 
and pay benefits, nonforfeiture values, 
etc., in shares of this particular mutual 
fund. 

The fact that the variable annuity 
has been so violently controversial, a 
bone of contention between the two 
largest life companies, may augur well 
for its future, in terms of freedom 
from misunderstanding on the part of 
the public. So many pitfalls have been 
pointed with such vigor by the op- 
ponents of the variable annuity that it 
seems unlikely that Prudential or any 
other variable annuity insurer will 
permit the slightest possibility of 
trouble that can be avoided by 
intelligence and foresight. None of the 
variable annuity companies are going 
to be caught off first base if they can 


help it. 

Regardless of whether the variable 
annuity should be issued by life com- 
panies or only (if at all) by special 
companies not bearing the life insur- 
ance label, as its opponents contend, 
it would be incongruous and even 
ludicrous to deny the public the right 
to apply the annuity principle to equity 
investments. It would be like prohibit- 
ing amphibious vehicles on the ground 
that they can’t be licensed as cars 
because they operate on water nor as 
boats because they operate on land. 

When there is a need for something, 
usually a way is found to provide it, 
even though safeguards decreed be- 
cause of novelty may be cumbersome 
at first. It will be a little while before 
Prudential can get ready to roll with 
its variable annuity sales but there is 
no questicn but that the liveliest era 
that the life insurance business has 
known is about to become considerably 
livelier.—R.B.M. 





Personals 


Daniel J. Reidy, vice-president and 
general counsel of Guardian Life, has 
been elected mayor of Ardsley, N. Y. 
A Republican victory, it was a con- 
spicuous exception to the Democratic 
sweep in Westchester County. 


Bruce E. Shepherd, executive vice- 
president of Life Insurance Assn. of 
America, is convalescing at his home, 
75 Glenview Road, South Orange, N. J., 
following surgery. 


Harry C. Hagerty, financial vice- 
president of Metropolitan Life, has 
been named to the newly created 
board of lay trustees of Fordham Uni- 
versity. 


John S. Pillsbury Jr., president 


Northwestern National Life, will at- 
tend the national strategy seminar at 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 

































135 S. La Salle St., Chicago, June 2, 1959 
Bid Asked 
$ $ 
| __  ERRCenaaE ne Oe Ree 226 230 
Beneficial Standard ...................0. 14 15 
Business Men’s Assurance 40 4112 
Cal.-Western States .... 104 107 
Commonwealth Life .... 221% 23% 
Connecticut General .... 360 366 
Continental Assurance 156 160 
Franklin Life .................... 79 81 
Great Southern Life 20.0.0... 85 88 
Gulf Life 25% 2612 
Jefferson Standard ou... 84 86 
Kansas City Life .... 1530 1565 
Liberty National Life 44 45% 
Life & Casualty ........ 21% 22% 
Life of Virginia ............ 53 55 
Lincoln National Life 207 211 
National L. & A. ........ 113 115 
Nerth American, Il 16 17 
Nw. National Life . 96 100 
Ohio State Life ..... 270 290 
Old Line Life ............. 6412 66 
Republic National Life 68 71 
Southland Life ............ 99 104 
Southwestern Life  .........0.0......00 150 155 
Travelers 84 8512 
United, Il. 3742 39 
U. S. Life 41 43 
Washington National ................. 60 64 
Wisconsin National Life 49 52 





the Army War College, Carlisle Bar- 
racks, Pa., June 9-12. He is one of 85 
military and civilian guests to receive 
an invitation to attend the 1959 sem- 


inar. 


George L. Holmes, president of 
Manufacturers Life, was presented 
with a bouquet of roses by his home 
office associates on the occasion of 
his 40th anniversary with the com- 
pany. Mr. Holmes joined the actuarial 
department as a clerk in 1919. 


John F. McAlevey, assistant general 
counsel of Health Insurance Assn. of 
America, has been elected mayor of 
Sloatsburg, N. Y. It was the first time 
a Democrat had been elected mayor in 
many years. 


A. William Evans, director of ad- 
ministrative training and recruitment 
of General American Life, and a com- 
mander in the naval reserve, has been 
elected president of the Missouri de- 
partment of the Reserve Officers Asso- 
ciation at its annual convention. 


Deaths 


ISADORE FREID, 83, retired New 
York City general agent of New Eng- 
land Life, died at his home at Pass-a- 
Grille Beach, Fla., where he had lived 
since his retirement in 1950. He had 
been a general agent of New England 
Life 25 years, in the later years in part- 
nership with David Marks Jr., who 
now is the sole head of the agency. 
Mr. Freid headed the company’s gen- 
eral agents’ association in 1936. 











Dr. Eric Williams, chief minister for 
Trinidad and Tobago, right, exchanges 
greetings with Richard Rhodebeck, 
president of American Life of Dela- 
ware, left, following Dr. Williams’ ad- 
dress which opened American Life’s 


Caribbean’ division convention at 
Port-au-Spain, Trinidad. At center is 
L. J. Williams, American Life manager 
for Trinidad, Tobago and_ British 
Guiana. Leading agents from nine 
Caribbean localities attended the gath- 
ering at the Normandie Hotel. 


New Handbook Of 
The Dakotas Ready 

A new Underwriters Handbook of 
North and South Dakota has just 
been published by the National Un- 
derwriter Company. It provides 
complete and up-to-date informa- 
tion on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance throughout these 
states. Copies of the new North and 
South Dakota Handbook may be ob- 
tained from the National Under- 
writer Company at 420 East Fourth 
Street, Cincinnati, O. Price $12.50 
each. 
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ATLANTA 3, GA.—333 Candler Bldg., Tei, 
Murray 8-7177. Fred Baker, Southeastem 
Manager. 


BOSTON 10, MASS.—80 Federal St., Rm 
342, Tel. Liberty 2-9229. Roy H. Lang, 
Southern New England Manager and Dana 
L. Davis, Northern New England Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd, 
Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
Manager. R. J. Wieghaus and William D. 
O'Connell, Resident Managers. 


CINCINNATI 2, OHTO—420 E. Fourth St, 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director. George C. Roeding, Associate 
M Roy Rc quist, Statistician. 





CLEVELAND 14, OHIO—1367 E. 6th St, 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—328 Interurban Bldg, 
Tel. Riverside 717-1127. Alfred E. Cadis, 
Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert Ebel- 
hardt. Rocky Mountain Manager. 


DES MOINES 9, L[OWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. David 
Chapman, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg, 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Rank Bidg., Tel. Federal 2-5417. How- 
ard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. ¥.—17 John St., Room 
1401, Tel. Beekman 3-3958. J. T. Curtin and 
Ciarence W. Hammel, New York Managers. 


PHILADELPHIA 9, PA.—123 S. Broad St, 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St, 
Tel. Exbrook 2-3054. Robert L. McMullen, 
Pacifie Coast Manager. 


CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper and 
form 3579 w'th new address. Allow three 
weeks for completion of the change. Send 
to subscription office, 420 E. Fourth St. 
Cincinnati 2, Ohio. 
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Agent Cites 6 More 
Nefenses In Newton 
Bank-Loan Plan Suit 


Additional instances cited to prove 
hat the plaintiffs in a $419,020 suit 
warging false representations in a 





pank-loan case in California had ac- 
J quired knowledge of the taxability of 


gnnuity payments and cash surrender 
yalues are contained in the answer of 


Lloyd Steadman, one of the agents, who 


Mitchel, | 
Hthe plaintiffs but was brought into 


was not named as a defendant by 


the case as a third-party defendant by 
New York Life, one of the three de- 


fendant companies. 
Mr. Steadman’s answer, filed by his 


| attorney, Paul G. Sullins of Altadena, 
I Cal., is identical with the answer re- 
den, | ported in THE NATIONAL UNDERWRITER 
Tor May 2, which dealt with the de- 
Tienses of Mr. Steadman and W. H. 
Twentner as third-party defendants 


prought into the case by Dominion 


| Life and Manufacturers Life, the other 
' | two original defendants. 


The additional points of evidence are 
designed to show that the plaintiffs, 


i] Albert H. and Genevieve Newton of 
il Yreka, Cal., had acquired knowledge 


of the taxability of annuity payments 


‘lor cash surrender values. These in- 


stances are designed to supplement 
the four instances alleged in the earli- 
er answer, in support of the agents’ 
contention that the statute of limita- 
tions had run out and that the plain- 
tiffs had by their actions waived their 
rights, if any, to claim damages. 


Insurance Librarians 
Elect Marian Lechner 


Marian G. Lechner, librarian of Con- 
necticut General was elected chair- 
man of the insurance division of Spe- 
cial Libraries Assn. at its annual 
meeting in Atlantic City. Librarians 
from more than 50 life, fire and cas- 
ualty companies and associations at- 
tended the meeting. 

Others elected were Mona Martin, 
Great-West Life, vice-chairman, and 
Kathryn Graham, Insurance Library 
of Chicago, secretary-treasurer. 

Arthur C. Daniels, vice-president 
and secretary of Institute of Life In- 
surance, in his speech before the full 
association, said a sound understand- 
ing of the technical and philosophical 
aspects of the business organizations 
that employ them is as important an 
asset to special librarians as_ their 
professional library experience and 
training. 

In his discussion of the insurance 
librarian’s role in health insurance 
at the insurance division meeting, 
James R. Williams, vice-president of 
Health Insurance Institute, noted that 
the constant changes in the business 
require that health insurance person- 
nel be continually informed on the 
latest developments, adding, “The in- 
surance librarian is in an important 
and unique position in having avail- 
able the talent and resources so very 
necessary to catalogue the health in- 
surance :itory.” 


GAMC Sets July 1 As Deadline For 
Nominations To Board Of Directors 
General Agents & Managers Con- 
ference of NALU has set July 1 as the 
deadline for nominations for its board 
of directors. Nomination forms have 
been sent to the presidents of local 
and state GAMAs, and the form also 
appeared in the February and May 
Issues of GAMC News. 

Election of directors and officers of 
the conference will take place at the 
a meeting in Philadelphia, Sept. 
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U. S. Life’s Taracido 
Named Consultant To 
Venezuela Department 


Joseph G. Taracido, superintendent 
of agencies, international division, of 
United States Life, 
has been appoint- 
ed technical con- 
sultant to the Ven- 
ezuela department. 

During the past 
five months, Mr. 
Taracido has col- 
laborated with Dr. 
Manuel A. Guillen, 
Venezuela = super- 
intendent, in draft- 
ing a revision of | 
the country’s in- J. G. Taracido 
surance law, the 
first since 1938. 

Mr. Taracido is a member of the New 
York County Lawyers Assn. and the 
New York State Bar Assn. 


B. M. Anderson To Head 
Assn. Of Life Counsel 


Buist M. Anderson, vice-president 
and counsel of Connecticut Generali. 
was elected president of Assn. of Life 
Insurance Counsel at the spring meet- 
ing in White Sulphur Springs, W. Va. 
He succeeds Webster Atwell, general 
counsel of Great National Life. 

Other officers elected were Willis 
H. Satterthwaite, Penn Mutual, vice- 
president, and Chester L. Fisher Jr., 
Metropolitan Life, secretary-treasurer 
for a ninth consecutive term. 

Elected to the executive committee 
for one-year terms were John J. Ma- 
govern Jr., Mutual Benefit Life, and 
Harry S. Redeker, Fidelity Mutual Life; 
for two-year terms, Abram T. Collier, 
John Hancock, and George L. Gordon, 
Business Men’s Assurance; for three- 
year terms, Earl F. Morris, Midland 
Mutual Life, and Squire R. Ogden, 
Commonwealth Life. 





Local Leaders Training 
Courses Getting Started 


Leadership training conferences 
have already begun for the officers 
of many local life underwriters as- 
sociations. These were sponsored by 
41 state life underwriters associations 
last year and the number may be 
larger this year. 

Training consists of an _ intensive 
review of association history, policies, 
and program and a detailed analysis 
of the responsibilities of association 
officers. Basis for the conferences is 
the President’s Handbook, prepared 
by NALU’s field services department. 
There is usually a series of panels on 
education and training, legislation, 
membership, programs and meetings, 
and publicity and public relations. 

Because the outgoing state associ- 
ation president has more recent 
knowledge of the problems confront- 
ing his association, he is usually the 
person who moderates the leadership 
training conference. The moderator, 
chairman, panelists, attendance chair- 
man and arrangements chairman are 
key people in setting up the confer- 
ences and are urged to follow the 
pattern suggested by NALU. 


Portland CLUs Elect 


William Popp, Aetna Life, has been 
elected president of Portland, Ore., 
chapter of CLU. Dawson Nedrow, 
Equitable Society, is vice-president, 
and Harland W. Shank, Equitable 
Society, secretary-treasurer. 


WE SAID pee 
AND WE’RE GLAD! 


1ON WAS: 


SHOULD HEALTH BE A FACTOR 
IN SELECTING NEW AGENTS? 


There’s an old saying that life insurance selling is 
the “‘best-paying hard work in the world”. While 
the financial opportunities are great, the job does 
place extra demands on physical endurance. 


At a recent conference, this matter was the subject 
of earnest discussion by our managers. Their com- 
bined experience pointed to one conclusion: the 
odds are against a good future for an applicant in 
poor health. 


Result: Every prospective agent is now ‘required to 
pass a thorough physical examination by one of our 
Medical examiners. 


We believe that this policy will accomplish two 
ends: 

It will avoid inevitable disappointment of the ap- 
plicant who is not physically able to do the job. 
And it will help maintain a high level of efficiency 
among those career men and women who serve 
“our” public. 


This series of advertisements first appeared in 1947. Since 
then, we’ve grown from $% billion to $2% billion in force. 
Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 
thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: SACRAMENTO 














Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 
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LIFE INSURANCE EDITION 


Home Office Changes 


Life Of Virginia 

Eugene E. Verdon has been named 
2nd vice-president in charge of sales 
for Maryland, West Virginia, Indiana, 
Ohio, Michigan, Kentucky and Wash- 
ington, D.C., to succeed Albert M. Or- 
gain, 2nd vice-president. Mr. Verdon 
has been regional director of combina- 
tion agencies in these states. Mr. Or- 


gain will be in charge of sales for 
Virginia, Georgia, Alabama, Florida 
and Tennessee, succeeding the late 
Raymond E. McCann Jr. 


State Farm Life 


Marvin D. Bower has been named 
secretary. He joined the company in 
1952 and opened the Canadian head 


office at Toronto in 1955. Last year 
he was promoted to assistant vice- 
president of the Michigan head office 
at Bloomington, I]. 


Mutual Trust Life 


John J. Callen has been named sales 
promotion manager of the home office 
agency department staff. 


Northwestern Mutual 


Thomas S. Redford has been ap- 
pointed assistant superintendent of 
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agencies. He has been in the a : 
department at the home office ‘sng vga 
1957, and for two years before the: ~ M 
was an agent at Bowling Green, x, - 

North American Acciden pon 

William G. Manzelmann has fy, oe 
named director of A&S sales and R. nah tre 
bert H. Martin A&S agency super, He joit 

ee pesene was nea 
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Robert H. Martin W. G. Manzelman RES 

named 

tendent. Mr. Manzelmann has bee} partm: 

with the company since 1941, mog{ with | 

recently as agency supervisor, and Mr] the vi 

Martin has been an agency supervisy| office 
for 10 years. 

Clinton M. Jones has been appoin.J PAC 
ed personnel manager. He was wit] named 
World of Omaha in a similar capacity, | sales 

e e e of tra 
United Benefit Life four y 

Allen L. Creitz has been appointe 
health and welfare consultant for the SEN 
group division of United Benefit Life Herbe 
He has 30 years’ experience in the wmnes 
health and welfare field. ceed 

Halla 
New York Life GR 

Arthur A. Houghton Jr., president} phoer 
of Steuben Glass, has been electeda} Grave 
director. He is also a director of Stey. agenc 
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US. Steel. FID 

. . appoi: 
Berkshire Life ae 
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district manager in northern Vermont, SH! 
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managtr and agent in Burlington, Vt. ony 
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Life Of Georgia 

John M. Bragg, actuary, has been Ave 
elected vice-president and actuary and Occ 
Leon H. Hames, personnel supervisor, 
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sociate medical director. He was elect- 
ed president of Assn. of Life Insur- 
ance Medical Directors in 1949. 


Paul Revere-Mass. Protective 

Clinton A. Reynolds, associate coun- 
sel since 1957, has been elected assist- 
ant treasurer and assistant secretary. 
He joined the legal staff in 1948 and 
was named associate counsel in 1951. 

















MUTUAL LIFE OF CANADA has 
named Edward A. Rieder president to 
succeed the late Harry L. Guy. With 
the company since 1931, Mr. Rieder 
became an actuary in 1948, vice-pres- 
ident and general manager in 1958, 
and a director and executive vice- 
president early this year. A fellow of 
Society of Actuaries, he is a past pres- 
jdent of Canadian Assn. of Actuaries. 
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RESOLUTE CREDIT LIFE has 
named as manager of the group de- 
partment Quarles A. Bashaw, formerly 
with Life of Virginia as assistant to 
the vice-president in charge of home 
office group underwriting. 


PACIFIC FIDELITY LIFE has 
named Stuart D. Hecox director of 
sales training. He has been director 
of training of Acacia Mutual Life for 
four years. 


SENTINEL LIFE has_ appointed 
Herbert L. Halladay president and 
James J. Kaster chairman. They suc- 
ceed the late Howard Maxon. Mr. 
Halladay entered the business in 1936. 


GREAT SOUTHWEST LIFE of 
Phoenix has appointed Wayne D. 
Graves vice-president and director of 
agencies. 


FIDELITY BANKERS LIFE has 
appointed Hartwell F. Taylor director 
of bank relations. 


SHIELD L.&A. of St. Louis has 
appointed David J. Kornblatt direc- 
tor of debit agencies. He has been 
with United of Chicago, Bankers L.&C. 
and Cosmopolitan Life & H.&A. 





Average Policy Size Of 
Occidental, Cal., Up 


Average size of individual life poli- 
cies issued by Occidental Life of Cal- 
ifornia in the first three months of 1959 
was $17,065, a figure 24.9% greater 
than in 1958. 

New issues of annual renewable 

term averaged $41,907, an increase of 
more than $14,500 over 1958. Average 
size of new 10-year convertible and 
renewable term policies was $16,150, a 
95.2% increase. 
Occidental’s income protection poli- 
cy increased from $21,427 to $26,288. 
Among the other leaders, 5-year con- 
vertible and renewable was up to 
$3,000 per policy; whole life, up $2,000; 
whole life converted from term, up 
$4,000; 10-year convertible term, up 
$13,000. 


Derr Elected President 


Russell T. Derr, assistant-treasurer 
Knights Life of America, was elected 
president of the Insurance Institute 
of Nebraska for the 1959-60 year. He 
succeeds William M. Luedtke, World 
of Omaha. 

Edward Muffitt, chief underwriter 
United Benefit Life, was elected sec- 
retary-treasurer. 

The final business meeting of the 
current year was held at Omaha. John 
F. Moss, district sales manager Retail 
Credit Co., addressed the group. He 
discussed new developments in the in- 
spection business. 





FieNATIONAL UNDERWRITER 


Changes In The Field 


National Of Vermont 


Fred D. Stallings 
has been appointed 
general agent for 
North Carolina 
with headquarters 
in Charlotte. For 
a year he has been 


Lewis H. Billet Jr., group agent at 
Syracuse, has been appointed assistant 
group manager at Boston; Justin F. 
Deedy, group agent at New Haven, 
becomes assistant district group man- 
ager at Akron; Leo M. Ditz, assistant 
group manager at New York, is named 
assistant district group manager at 
Chicago; and James H. Meiklejohn Jr., 
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former group agent in Philadelphia, is 
assistant district group manager at 
Syracuse. James F. White, assistant 
district group manager at Miami, 
transfers to the same post in Pitts- 
burgh. 


Massachusetts Mutual 


Robert O. Purcifull has been ap- 
pointed staff supervisor of the White 
agency of Columbus, O. He was a 
group representative of Travelers be- 
fore joining Massachusetts Mutual in 





manager in Chapel 
Hill, N. C., for 
State Life of Indi- 
anapolis. Before 
that he repre- 
sented Jefferson 
Standard Life for 
eight years, the 
latter half of that time as a district 
manager. Last year he served as treas- 
urer and a director of the Winston- 
Salem Life Underwriters Assn. 















Even I know that... 
| TWO SALESMEN SELL 
BETTER THAN ONE! 





Fred D. Stallings 






All the king's horses and all the king's men 
—turn out when Jefferson National Agents 
introduce their enthusiastic, hard-working As- 
sistant Salesman. This V.I.P. is the colorful 
sound film that packs tremendous Motivation 
into 14 dramatic minutes. 


Paul Revere-Mass. Protective 
Thomas J. Schil- 
lerstrom, assistant 
general agent at 
New York, has 
been named _ to 
succeed his father, 
the late Curtis G. 
Schillerstrom, who, 
at the time of his 
death in April, had 
been general agent 
there for 22 years. 
Mr. Thomas J. 
Schillerstrom join- 
ed the companies 





His Showmanship sets the perfect stage for 
such special contracts as the Passbook Sav- 
ings Plan, Family Security, Fit-the-Future, and 
a huge portfolio of A & S, Group, Pension 
and Annuity Plans. 





T. J. Schillerstrom 
in 1947. 


Connecticut General 

John V. Whiteside, group manager 
at the Broadway and 41 Street agen- 
cies in New York, has retired after 25 
years with the company. He is suc- 
ceeded at the Broadway agency by 
Eugene R. Bowler, assistant group naan: MMMM orgs ie 
manager there, and by Steven L. Ba- . “INDIANAPOLIS, INDIANA 
bits, assistant group manager, at the . ea a oe : C eS 


Whether you want to double your production or build an Agency of 
your own, the Master Motivator can be your most profitable partner. 
For information about other profit-building aids—Top Commission Con- 
tracts, Recruiting Bonuses and Financial Assistance, wire or write in 


confidence to wy. 


, BYRON €. JOHNSON 
<7 “Agency Vice-President 
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» AEFTERSON NATIONAL 


























41 Street agency. oar i 
OWN YOUR OWN AGENCY 



















Look, Cinderella, ! 


we’re no fairy godmother, but... 


we think we've got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 


1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 


2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 


If you’re interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — a Lee Insurance Sociely 


Founded in 1878 





Home Office 





Detroit 2, Michigan 
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William C. Wunderlich has been ap- 
pointed district manager at Joliet, 
Ill. He has been in the business since 
1954. 

Charles W. Bogar has been ap- 
pointed staff supervisor of the Steph- 
ens ageney at Albuquerque. 

Robert A. Sieglitz has been named 
staff supervisor of the Stephens agen- 


ey cf Albuquerque. He has four years 
cf experience in the business and has 
been with Massachusetts Mutual since 
February. 


LIFE INSURANCE EDITION 


Life Of North America 
George E. Mansur Jr., assistant 
manager at Philadelphia, has been 
named manager there. He entered the 
life business in 1952, later becoming 
supervisor at Buffalo and Philadelphia 
for Provident Mutual. 


Occidental Of California 
Fred Stoye has been named general 
agent of a new agency at Moab, Utah. 
Alfred H. Kirberg has been named 
assistant brokerage manager at Chi- 
cago. He was with Metropolitan Life 


there for three years, and during the 
past year he was a general broker. 


Berkshire Life 


Robert J. Ricketts has been named 
agency assistant. He entered the life 
business in 1954 with John Hancock 
at South Bend and later was appointed 
unit manager. 


Connecticut Mutual Life 
Roderick G. Messinger, assistant 
general agent at San Diego, has been 
appointed general agent there to suc- 





The Man From Occidenta 


IS A CAREER MAN 


He’s been selected because his aptitudes 


toward life insurance. 


Field-minded management is behind him all 
the way. Training programs sharpen his 


ability . . .add professional polish. 


Success is surer because of fine sales tools— 
cleverly ‘‘packaged” insurance plans . 
and life coverages combined ... Occidental’s 
“PERSONALIife” Planning Service... 

Accident and Sickness ... recognized sales 
promotion and liberal advertising allowances. 
He’s better able to earn a ‘‘career-man’s” 


income... “move up” in his community. 


ATTENTION: Management opportunities 
available in Florida, Alabama, 


Georgia, Louisiana, Arizona. 


are oriented 


. . disability 































Look into a career with Occidental. Contact 
Cou Browne, Agency Vice President . . . today! 


OCCIDENTAL 
Lye Frosrance 
OF NorTH CAROLINA 
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ceed Alpheus J. Gillette, who remains 
with the agency as associate genera] 
agent. Mr. Messinger joined the agen. 
cy in 1953 as supervisor, and M1. Gi. 


lette has been general agent since 1949 


Great-West Life 


Charles C. Martin, manager at To. 
ronto, is retiring, and R. K. Fogal, 
manager at St. Louis, has been name 





R. K. Fogal Charles C. Martin 


his successor. In the business 29 years, 
Mr. Martin joined Great-West in 1932 
and after a nine-year absence re. 
turned in 1946 as superintendent of 
eastern agencies. He became superin- 
tendent of agencies in 1949 and has 





R. W. Bogart 


Arthur P. Johnson 


been manager at Toronto since 1950, 
Mr. Fogal joined the company in 
1942 and has been manager at St. 
Louis since 1953. 

Arthur P. Johnson, manager at De- 
troit for 26 years, is retiring. He will 
be succeeded by R. W. Bogart who 
has been manager at Columbus, 0. 
Mr. Bogart joined Great-West in 1948 
and has headed the Columbus agency 
since 1956. . 


Franklin Life 


Charles A. Rice has been appointed 
general agent at Tampa. Before join- 
ing the company, he was with Mv- 
tual of New York. 

Albert L. Reed has been appointed 
regional manager in Wichita Falls, 
Tex. He has been with Eureka Life of 
Wichita Falls for two years. 


Prudential 

Martin J. Lieberman, training con- 
sultant for the New Jersey region since 
1957, has been named manager of the 
new ordinary agency at Altoona, Pa. 
He joined Prudential in 1953 and was 
promoted to assistant manager at Un- 
ion City in 1954. He became associate 
manager there in -1957. 


Guardian Life 
Milton S. Kaplan has been named 


general agent of the newly opened 
agency at Paterson, N. J. He entered 


MANAGEMENT 
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O'TOOLE ASSOCIATES | 
Management Consultants 


To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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business in 1952 and has been 
manager of Mutual of New 

Hackensack. 


the life 
assistan 
york at 


Mutual Of New York 


Charles M. Banks and Burgess P. 
Hudson nave been appointed managers 
at Tampa and Fort Worth, respective- 





Charles M. Banks 


Burgess P. Hudson 


ly. Mr. Banks, who has been taking 
managerial training for 18 months, 
was regional manager for the Veter- 
ans Administration at New Orleans. 
Mr. Hudson, assistant manager at Salt 
Lake City since 1953, joined Mutual 
in 1951. 


Travelers 


Elmer P. Hollingshead Jr., assistant 
manager at New York since 1957, has 
been named manager of the life, A®H 
department at Philadelphia. He joined 
Travelers in 1954 as supervisor at 
New York. 


Old Line Life 


Paul Russman has joined the com- 
pany as general agent at Detroit. 
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Colonial Life 


Robert G. Crosby, former manager 
at Pittsburgh, has been named group 
representative there. He entered the 
life field in 1946 as an agent with 
Prudential and joined Colonial Life 
in 1952. 


Fidelity Mutual Life 


James Krometis becomes general 
agent at Baltimore. He has been su- 
pervisor of New England Life and be- 
fore that was with Columbus Mutual 
Life. 


American United 


William A. Triplett and Fred W. 
Meyers have been appointed managers 
at Odessa, Tex., and Elgin, IIl., re- 
spectively. Mr. Triplett has been in 
life insurance six years and Mr. Mey- 
ers 10 years. 


Northeastern Life 


Murray Rubin 
has been appointed 
manager of the 
Roth-Witten agen- 
cy at New York. 
He has been with 
Equitable Society. 





Murray Rubin 


Sun Life Of Maryland 


Samuel G. Molinari has been ap- 
pointed manager of the life division of 
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Consulting Actuaries 





10 South La Salle Street 
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the Central State agency at Rahway, 
N. J. He has been with Metropolitan 
Life. 


Pilot Life 


Robert G. Lapse has been named 
resident group supervisor for Texas 
with headquarters at Houston. He has 
been group manager of Southland Life 
at Greensboro, N.C. 


AMERICAN LIFE OF NEW YORK 
has named Glance F. Kilgore and 
Dallis C. Endsley life superintendents 
at Atlanta and Denver, respectively. 
Mr. Kilgore entered the life business 
in 1952 and Mr. Endsley in 1947. 


PATRIOT LIFE has named David 
Schultz as general agent at White 
Plains, N. Y. He entered the insurance 
business in 1947 and has been execu- 
tive vice-president of Long Island Cas- 
ualty. 


FIRST COLONY LIFE has named 
Troy G. Waggoner district manager at 
South Charleston, W. Va. He has been 
with Pilot Life. 
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LIAMA Adds 13 Members, 
Four Associate Members 


Thirteen life companies have been 
admitted to membership in LIAMA, 
bringing the number of member com- 
panies in the U.S. and Canada to 266. 
Four associate members have joined, 
bringing the total of members out- 
side continental North America to 61 
for a total LIAMA membership of 
327. 

The new LIAMA member compa- 
nies are All American Life & Casual- 
ty of Illinois, Allstate Life, American 
Bankers of Miami, Citizens Life of 
New York, General Life of Seattle, 
Jefferson National of Indiana, Life of 
Alberta, Life of North America, Pet- 
roleum Life of Midland, Tex., 
Security-Connecticut Life, Southern 
Provident Life of Dallas, Southwest 
Reserve Life, Longview, Tex., and 
State Mutual Ins. Co. of Georgia. 

The associate members are Atlantic 
Southern of Puerto Rico, Equitable 
Probate & General, Brisbane, Austra- 
lia, Grand Pacific Life of Honolulu, 
and Nurthern Life of Australia. 
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The Right Training can 
Make Any Underwriter 
a Better Underwriter 


Training underwriters to be more effective is a long-standing 
service provided by North American Reassurance Company. 
The result of this training is often improved life company 


This expertly conducted program is not stereotyped, 

“big class” training. It consists of individual guidance that 
not only strengthens the underwriter’s knowledge of the rules, 
but sharpens his ability to interpret and apply them correctly 
to each individual risk. It develops a much neglected faculty— 
the underwriter’s good common sense. 


Our underwriter training program is continuous. Instruction 
usually takes place at our own offices, but our training 
specialists do conduct courses at client company locations. 
Life companies of all sizes, and new or experienced under- 
writers throughout North America, are eligible and welcome. 


Our clients are enthusiastic about the quality of training 
their underwriters receive at North American. And this, 
like all our services, is rendered from a completely 
non-competitive position — “Reinsurance Exclusiv ad 


Why not write now for open dates in 
our underwriter training program? 
You'll find it can benefit both your 
underwriter and your company. 
Send for your free copy of “Reinsurance 
Exclusively” which outlines all North 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS ¢ 
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Would Join Insurer With Mutual Fund 


(CONTINUED FROM PAGE 2) 


consist of $25,000 plus 5,000 shares of 
the mutual fund. By breaking up his 
program into two distinct elements, 
the buyer has created the type of life 
insurance investment balance to pro- 
tect his beneficiary against the time 
that the net asset value of the shares 
of the fund might be out of line with 
the cost of living. 

“There is the possibility that at the 
death of the insured the dollar value 
per share may go down because of a 
coincidental downswing in the stock 
market,” Mr. Le Vita pointed out. 
“However, the beneficiary will always 
be privileged to leave proceeds in 
shares with the insurer under any one 
of the options and may select the time 
to exchange the shares for cash. 

“Another observation may be made 
here with reference to the single pre- 
mium annuity: It may pay the pur- 
chaser to buy a series of successive 
five-year temporary annuities antici- 
pating that the purchase cost may be 
evenly balanced in dollars. . . Selling 
life insurance via an equity insurer 


will work only for a definite type of 
prospect. By this is meant, the type 
who is more or less familiar with 
investments. We may assume that 
people of that type would understand 
what they are purchasing when they 
buy equity life contracts, provided 
these be sold properly. A different type 
of sales procedure will have to be 
developed and in consequence a differ- 
ent type of sales education will have 
to be created—different from that ap- 
plicable to selling guaranteed dollar 
insurance.” 

Mr. Le Vita said that he is of the 
opinion that this idea of equity life 
insurance through an insurer and af- 
filiated mutual fund is basically sound 
and that the division of function be- 
tween a fund and the insurer counters 
most of the objections raised against 
the equity life contract. He said that 
with this division of function the addi- 
tional safeguards necessary and anti- 
cipated by state insurance departments 
are reduced to a minimum. He said 
that a person who is intelligently in- 
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terested in equity investments should 
be privileged to provide for his life 
insurance or life annuity through the 
medium of the equity share rather 
than the dollar unit and that the type 
of setup he described might be the 
ideal insurance organization to carry 
out such investors’ life insurance or 
annuity program. 
Pan-American Employes X-Rayed 
Some 430 employes of Pan-Ameri- 
can Life and tenants of the home of- 
fice building received chest x-rays at 
a mobile unit of the New Orelans 
health department. The program, ini- 
tiated by R. L. Hindermann, vice- 
president, public relations, and super- 
vised by the medical department, has 
been in operation for four years. 








Walter K. R. Holm Jr. (right), Con- 
necticut Mutual, Providence, retiring 
president of New England General 
Agents & Managers Assn., receives a 
certificate of appreciation from _ his 
successor, Howard J. Stagg III, Con- 
necticut General, Boston. 
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Says Life Sales In 
Russia Up Since WW) |] 


(CONTINUED FROM PAGE 2 
testable provision and various nop. 
forfeiture options. Loans are availab 
after policies have been in force fy 
three years. The policy loan can be up 
to 75% of the cash value and carrie 
an interest rate of 4%. 

In addition to life and accident jp. 
surance, Gosstrakh also writes pro. 
perty coverage. All privately owng 
buildings and all other property 9 
collective farms are compulsorily jp. 
sured, while personal property of thos 
not on collective farms may be insurg 
on a voluntary basis. No automobik 
insurance is written because of the 
availability of social security benefit: 
and also because the responsible drive 
is held personally liable from both the 
civil and criminal standpoint. 


National Of Vermont Commission; 
Large Mural For HO Lobby 


National Life of Vermont has com. 
missioned Paul S. Sample, American 
artist, to paint a 50x8 foot mural fo 
the lobby of its new home office build. 
ing. When completed, the mural wil] 
cover one wall of the lobby. It wij 
depict scenes and events in the his. 
tory of Vermont and the life insurance 
company. 


Monarch Lite In-Force Passes 
$500 Million In First Quarter 

Life insurance in force of Monarch 
Life on March 31 exceeded $500 mil- 
lion, a gain of $53,550,000. A&S pre. 
miums received during the first three 
months were $5,874,505, an _ increase 
of $563,471, and life premiums of $2. 
597,665 were up $226,839. 











NEST EGG... 
THE EXE CUTivE 
SpECiaL! 


PREMIUMS GRADED BY SIZE 








Whether you want to be a producing agent or enjoy a mana- 
gerial position the State Life holds tremendous opportunities 
for the man looking for a good, fast-growing, aggressive 
company. State Life offers everything that it takes to interest 
and develop agents and agency managers, including. . . 

e Career agent financing 


e Thorough and complete training 
e Full educational facilities 


e High, liberal commissions 

e Retirement benefits 

e Bonuses for volume and persistency 

e Group life insurance e Bank draft plan 

© Hospitalization, major medical e Finest... most modern and 
benefits productive direct mail 

Yes, with State Life you get king-size results . . . derive untold 


benefits. Write today—no obligation. 


DIHL H. LUCUS—Vice-President and Director of Agencies 


The 


a if We, V6 BD DED OP 8 xe DD 


Insurance Gompany 


Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 












NEW premium scale gives a 
substantial discount on larger policies. 
NEW bividend Schedule . . . issued 
from ages 10 through 70. NEW 
Low Minimum Size, now available in 
amounts from $5,000 up. NEW 
Favorable, NET COST PICTURE for 
your clients and prospects. 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY < S 


CONCORD, NEW HAMPSHIRE __. 
ESTABLISHED 1913 £ 












Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White Street, Concord, N.H. 
STATES SERVED: Cal., Conn., Del., D.C., *Ind., ta., 
Me., Md., Mass., *Mich., N.H., N.C., *Ohio, *Pa., 
R.I., Vt., Va. 

*General Agency Opportunities Available. 


Overseas Territories Available. 
Brokerage Opportunities Available. 
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New York Life Realigns Its Sales Setup 


(CONTINUED FROM PAGE 1) 


He has been vice-president in charge 
of agency affairs. 

“Perhaps the most important and at 
the same time almost unobserved trend 
is that life insurance selling is evolv- 
ing into marketing,” said Mr. Dowell. 
“While the distribution of our indus- 
try’s ‘products’ was once a relatively 
simple selling operation, it is increas- 
ingly acquiring the aspects and com- 
plexities of modern marketing. Such 
areas aS market research, sales analy- 
sis, marketing organization, distribu- 
tion channels, advertising, sales pro- 
motion and product planning are be- 
coming increasingly vital to future 
growth.” 

Lists Factors In Challenge 


Mr. Dowell said New York Life’s 
studies indicate that these factors will 
be among the important ones in meet- 
ing tomorrow’s challenge: increasing 
number of competitors, more non-in- 
dustry products competing for tradi- 
tional markets, saturation in some 
promising portions of the market, in- 
creasing market costs, reductions in 
traditional premium cushions, increas- 
ing variety and complexity of product 
line, increasing competition for agent 
and management manpower, and ex- 
pansion of the use of supplementary 
selling tools, such as sales promotion 
and advertising. 

“To maintain continued profitable 
growth within this environment may 
well require departure from the tra- 
ditional ‘tried and true’ concepts of 
marketing management,” he pointed 
out. “For this reason we have felt it 
worthwhile to borrow several ideas 
from other industries in which mar- 


LOOK HERE! 


keting has become a highly organized 
science.” 

The New York Life program, based 
on careful study of the company’s en- 
tire marketing picture, has these basic 
features: 

1. Consolidation of the selling abil- 
ities of group and ordinary into one 
over-all field force that will put its 
full effort inte selling the entire prod- 
uct line. 

2. Reorganization of home office 
marketing into three distinct activities: 
marketing planning and staff services; 
field sales; administrative support, in- 
cluding financial analysis and control. 

3. Centralized planning and control 
of sales programs, but with decentral- 
ized execution and local adaptation by 
the regional vice-presidents, who will 
have substantially increased auton- 
omy and responsibilities. 


Product Development Unit 


4. Establishment of a product de- 
velopment unit, under an executive 
reporting to the president, which will 
be charged with the responsibility of 
keeping the company in the forefront 
as to product line. 

Under Vice-president Johnson, who 
has over-all charge of marketing, will 
be Vice-presidents Paul A. Norton in 
charge of sales management, G. Thom- 
as McElwrath in charge of marketing 
service and Leland F. Lyons in 
charge of administrative services. As- 
sisting Mr. Norton will be Vice-presi- 
dents James D. Dunning for the east- 
ern region and Andrew H. Thomson 
for the western regions and Canada. 
The 11 regional vice-presidents will 
report to them. 





With a proven sales record, and if living in 
one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT 


@ Your Own General Agency 


@ Top Commissions on 
@ Vested Renewals 
@ Competitive Policies 


HAVE? 






Personal Production 


@ Powerful Sales Brochures 
@ Tops in Support from Home Office 
® Growth with a Growing Company 






Joseph Dickman, 


kota, Montana, 


Mexico. 


PROVIDENT 


Write in strict confidence to: 


Agency Vice President 


*“THE PROVIDENT STATES” 
Minnesota, North Dakota, South Da- 
Wyoming, 
Washington, Oregon, California, New 


INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 







Idaho, 
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ACCIDENT HEALTH 





Present group offices in the larger 
cities will be expanded to provide 
brokerage facilities to promote the en- 
tire New York Life product line. In 
smaller cities, where warranted, the 
company will place group and broker- 
age specialists in its agencies. 

An important feature of the new 
program, said Mr. Dowell, will be the 
assignment of full staff support to 
each regional vice-president in the 
field. These specialists will niclude 
experts in sales promotion, adminis- 
tration, training, marketing research 
and product technical knowledge. They 
will report directly to the regional 
vice-president. 


Started Last Year 


Mr. Dowell observed that New York 
Life’s marketing reorientation started 
early in 1958, when the company be- 
gan a program of relieving its agencies 
of their record-keeping operations by 
establishing 34 central service offices 
throughout the country to handle this 
paper-work. By the end of this year 
this will have been fully accomplished, 
so that each agency can devote its en- 
ergies to sales and additional field out- 
lets can be established more efficiently. 


25 


“What we have done,” he said, “is 
to take a very serious retrospective 
look at where we have been, an objec- 
tive look at where we are and a hope- 
ful look at where we want to go. We 
have done this very much in the spirit 
of the words of the English statesman, 
George Canning, who said, ‘Those who 
resist improvements as_ innovations 
will soon have to accept innovations 
that are not improvements.’ 

“We feel that these are constructive 
improvements in tune with the times 
and the trend of the future. As the 
different parts of our new program 
are phased into our daily operation, 
our people should experience fuller 
responsibilities and fuller rewards.” 


Alaska Legislature 


To Convene Annually 


JUNEAU—Alaska will conduct an- 
nual legislative sessions. The second 
session of the legislature will convene 
Jan. 25, 1960, and bills not passed or 
killed during the first session remain 
in committee until the second session. 
The bills die if not acted upon in the 
second session. 









as evidenced 


Write: 


There’s 


W 
| We give em more 


for their money, 
Harvey!” 


Our primary aim is not to be the largest; 
but to offer quality plans of Ordinary Life 
and Commercial Group insurance with the 
kind of personal and continuing service every 
policyholder has a right to expect. 
the way we’re growing — and solidly, too — 


This is 


by our 28% increase in sales 


over last year. 


You will go places with a company that’s going places 


G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


only one 


Shenandoah Life 











INSURANCE COMPANY 
Home Office 
A Mutual Life Insurance Company Owned By And Operated For Its Policyholders 


Roanoke, Va. 
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Says Erstwhile Scoffers 
Now Sold On A&S Cover 


Now that A&S has acquired status 
as a legitimate member of the insur- 
ance family, many companies which 
scoffed at it have been forced to enter 
this field, E. D. Speer, vice-president 
of brokerage Great American Reserve, 
told members of San Antonio Assn. of 
A&H Underwriters. 

The erstwhile detractors and John- 
ny-come-lately’s of A&S are now in a 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 

minimum—sold in units of half-inches. 

Limit—40 words per inch. Deadline 4 P.M. 

Friday of week before publication in Chicago 

office—175 W. Jackson Blvd. Individuals 

apes ads are requested to make payment 
advance 
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THE NATIONAL UNDERWRITER— A 








WANTED 
FIELD DIRECTOR 


to direct field and promotion de- 
partment of an old established and 
progressive fraternal benefit society 
which provides complete family pro- 
tection; has active lodge system; in- 
ternational; has tremendous growth 
possibilities. 

Only man with success sales 
background and experience in home 
office, recruiting and training agents 
and agencies need apply. 

Send complete résumé of expe- 
rience, age, education, marital sta- 
tus, past earnings and salary 
expected. Information kept confi- 
dential. Reply to Box G-85, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








CHIEF ACCOUNTANT-POTENTIAL 
ASSISTANT CONTROLLER 


Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 
1) College degree or equivalent 
2) Ability and experience in supervision 
3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 
4) Wants permanent good paying position. 
This opening is with a fast growing multiple 
line insurance company in Michigan. If you 
can qualify for this position, write Box G-77, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ACCOUNTANT 
Excellent opening and future for responsible man 
2 te 35 experienced in Life and/or Casualty 
Accounting with accredited courses in account- 
Ing. Good paying position Midwest multiple line 
company. Write Box G-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Ill., stating qualifications and personal résumé. 








ACTUARIAL SUPERVISOR 

To supervise actuarial department of leading 
eastern pension consulting firm. Prefer man with 
at least Parts 1-4 of the Society of Actuaries 
examinations. Pension experience desirable, but 
not required. State full qualifications to Box 
6-83, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








AGENCY SECRETARY 
AVAILABLE 


Nine years experience in accounting, claims and 
underwriting for large successful A & S company. 
Includes 3 years as Branch Manager. Prefer 
Midwest or West Coast. Reply Box G-86, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


catch-up position, he said. 

Mr. Speer advocated selling insur- 
ance for the living because it enables 
men to live and die in dignity. An 
insurance program is incomplete when 
it does not provide income during 
illness. More mortgages have been 
foreclosed because of illness than any 
other cause, he remarked. 

He urged agents to diversify just as 
corporations have done by developing 
uses for some of their by-products. 
Life agents and insurers which scoff 
at A&S are already in the field with 
the waiver of premium clause and the 
$10 per thousand income clause. A 
flexible policy with life and A&S as an 
integral part will revolutionize insur- 
ance selling, he declared. 


New Rider To State Mutual 
Life Hospital Policy Adds 
Up To $7,300 In Benefits 


State Mutual Life has introduced an 
additional benefit rider that can be 
added to family and individual hospi- 
tal insurance policies, has a premium 
of 67 cents per week per family and 
provides additional hospital-surgical 
benefits totaling as much as $7,300. 
The benefit rider is non-cancellable to 
age 65, and premium is guaranteed. 

Benefits include payment of 80% of 
hospital room and board charges start- 
ing from the 91st day of confinement, 
but not more than $16 a day or $4,800 
for any one sickness or accident; pay- 
ment of hospital services in excess of 
$150 over maximum benefit in the base 
policy, but not more than $1,500; pay- 
ment of 80% of excess over $400 for 
surgical fees and in-hospital physician 
calls, but not more than $1,000, and an 
extension of maternity benefits for 
complications from pregnancy. 

The rider may be issued with a 
basic hospital policy to persons be- 
tween the ages of 18 and 60, or added 
to policies already in force. 


Simpkins New President 


Of Wisconsin Agents 


MILWAUKEE—Dale A. Simpkins, 
New York Life, Milwaukee, was 
elected president of Wisconsin Assn. 
of Life Underwriters at the annual 
meeting here. He succeeds William J. 
Nelson Jr., Massachusetts Mutual. 

Others elected were John C. Zim- 


dars, New England Life, Madison, 
president-elect; Arthur J. Murphy, 
Metropolitan, Sheboygan, vice-presi- 


dent, and Paul von Paumgarten, Mu- 
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Newly - elected 
officers of the 
Home Office 
Life Underwriters 
Assn. at the annual 
meeting in Chicago 
last week. Front 
row: Arthur 
Faulkner, under- 
writing secretary 
Massachusetts Mu- 
tual, vice-presi- 
dent; Earl M. 
MacRae, vice- 
president New 
York Life, presi- 
dent; William E. 
Walsh, vice-presi- 
dent Equitable So- 
ciety, vice-presi- 
dent. Back row: 
William H. Green- 


wood Jr., associate insurance supervisor Provident Mutual, editor; John §, Wy. 
per, secretary life underwriting department Connecticut General, secretary, 
Barton S. Pauley, director ordinary underwriting Prudential, treasurer. 









tual Benefit, Milwaukee, secretary- 
treasurer. William H. Pryor, Connec- 
ticut Mutual, Milwaukee, continues 
as state national committeeman. 

A feature of the sales congress 
was a symposium on “My Best Sales 
Idea in ’58,” with Edward C. Childs, 
National Life of Vermong, as mod- 
erator. Participants were A. Jack Nuss- 
baum, Massachusetts Mutual, former 
president of NALU; Gordon Kellom, 
New York Life; Dustin Miller, Penn 
Mutual, and Leonard Barian, Pru- 
dential, all of Milwaukee. 

Speakers included Rudolph Leit- 
man, New York Life, on “Tranquiliz- 
ers and Ideas;” Arthur F. Priebe, Penn 
Mutual, “My Five Favorite Feats;” and 
Louis Fish, Mutual Benefit Life, “An- 
nual Review—Road to a Million.” 

Paul J. Rogan, Wisconsin commis- 
sioner was the luncheon speaker. 


Would Tax All Written 


Instruments In Michigan 


LANSING—Another taxation pro- 
posal which would affect insurance has 
been offered in the Michigan legisla- 
ture as the lawmakers continue to 
grapple with the state’s financial 
problem. The revenue “panacea” that 
would affect insurance would place a 
one mill per dollar levy on virtually 
all written instruments executed in the 
state, including specifically all insur- 
ance contracts. It was estimated that 
the tax, if enacted, would produce some 
$65 million in new revenues annually. 

















John S. Thompson, secretary-treasurer of Hospital Service Plan and Medical- 
Service Plan of New Jersey (Blue Cross-Blue Shield), third from left, as re- 
cipient of the distinguished service award of Newark chapter of American So- 
ciety of CLU, accepts engraved silver bowl presented by Vincent Greaves, 
chapter president and senior group consultant of Prudential. Participating in 
ceremonies are, from left, Dr. Solomon S. Huebner, president emeritus of 
American College; Orville Beal, executive vice-president of Prudential; Mr. 
Thompson; John D. Brundage, president of Bankers National Life; H. Bruce 
Palmer, president of Mutual Benefit Life, and Mr. Greaves. Mr. Thompson is 

also a former president of Mutual Benefit. 


ee, 


Quincy Life Men Elect; 
Hear Mutual Fund Role 


William M. McCleery of Equitab 
Society has been elected president ¢ 
Quincy (Ill.) Life Underwriters Ass, 
He succeeds Robert H. Wlecke of Pn. 
dential. Donald B. Thomas, Equitab 
of Iowa, was named vice-presiden 
and Richard A. Hobbs, Equitable Soci. 
ety, secretary-treasurer. Steve M. Cole 
National Life & Accident, and W.¢ 
Swallow Jr., Massachusetts Mutual 
were named members of the board fo 
two years. 

Robert H. Grannan, manager of In. 
vestors Diversified Services, addressing 
the election meeting said, “Life insur. 
ance men and representatives of h- 
vestors Diversified have much in con- 
mon to talk about. Through the years, 
insurance companies have played ; 
very important part in our econony, 
Many widows are secure and many 
children have been educated because 
life insurance has protected them. 


‘Your Job And Ours’ 


“Your job and ours,” declared the 
speaker, “is to provide income to 
enable people to have adequate means 
of living at times of need in the future. 
The Investors Syndicate program is 
merely a program of setting aside a 
specific amount of money to accum- 
late and to deliver a specific amount 
of money at a specific time in the 
future. An insurance contract provides 
the best means of providing for a 
man’s family in the event of his early 
death. A proper balance of life insur- 
ance and mutual fund offers its owner 
a practical financial balance. 

“We believe,’ said Mr. Grannan, 
“that everyone should have first 4 
home, second an adequate insurance 
program, next should be accumulating 
money in order to have cash at hand 
adequate for his needs in the future, 
and finally to be making single sum 
investments. As long as you walk, talk 
and tell the truth and think first of 
your customers’ welfare, you are doing 
no one any wrong.” 


NALU Midyear Reports Mailed 
Reports covering the midyear meet- 
ing deliberations of NALU committees 
have been mailed to the presidents 
and national committeemen of local 
associations. The revised reports in- 
clude amendments made by commit- 
tees in their draft reports, which were 
prepared prior to the Minneapolis 
midyear. A limited supply of reports 
is available at NALU headquarters, 
608 13th Street, N.W., Washington, D.C. 
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John H. Evans, 
vice - president- 
sales of Home Life 
of New York, holds 
plaque which he is 
presenting to Wil- 
liam tT. Bolton, 
manager at Phil- 
adelphia, for win- 
ning the 1958 agen- 
cy-building award. 
At right is William 
W. Stewart Jr., 
manager of agen- 
cies. The award 
goes to the agency 
deemed to have led 
the company in cli- 
ent service, organ- 
izational growth, 
quality of business 


written, and over-ail performance. During 1958 the agency increased its per- 
sonnel 75%. Mr. Bolton is president of Home Life’s managers’ association. 








Joint Work Is The Best 
fraining, N.E. GAs Told 


(CONTINUED FROM PAGE 4) 
the product of some other company’s 
training program, Mr. Downing said. 

Third, the field trainer should also 
attend his trainee’s training clinics 
from time to time to keep refreshed 
on the details of the program. 

“We have often requested our train- 
ers to attend clinics once a week,” 
said Mr. Downing. “All too often the 
trainer’s own personal selling experi- 
ence has unconsciously led to impro- 
visations in the sales track. While the 
adaptations may work for the trainer 
in his personal selling, they confuse 
the trainee when applied.” 

“Several mechanical devices have 
been found useful in the agency. One 
of these is the “order of the blue vase” 
which emphasizes app-a-week per- 
formance and requires a minimum of 
$250,000 of permanent paid or life 
insurance, excluding insurance written 
on one’s own life and those of the 
immediate family. Another device is 
the unit-work basis for compensating 
the trainee. This compensates the 
trainee for work he performs and not 
necessarily for the time he spends on 
the job. The unit work basis of com- 
pensation also requires reporting of 
the interview details on the back of 
the compensation sheet. No trainee can 
get paid unless he submits this com- 
pensation sheet detailing his activity. 

Conditions under which a supervisor 
has a good chance to develop were 
listed by Mr. Downing as these: Never 
recruit an agent above the capacity 
level of the supervisor; never load the 
supervisor with more than three or 
four novice trainees; provide a med- 
ium for supervisory growth, such as a 
weekly staff meeting in which the 
supervisor reviews his trainee’s prob- 
lems; build up the supervisor in the 
trainee’s eyes. 

Mr. Downing said his agency oper- 
ates on these principles: It hires only 
the number of men it can adequately 
train and assimilate; it trains in the 
first year primarily for the develop- 
ment of selling skills; its supervisors 
have one primary objective—to bring 
the men assigned through as success- 
ful producers; the training program is 
based on a balance between sales and 
clinics and joint field work but the 
Primary training tool has been and 
continues to remain joint work. 


Joe B. Hunt Gets Kudos 


The Oklahoma senate on May 21 
adopted a resolution commending Com- 
nissioner Hunt for his “great services” 
n his efforts to collect back premium 
axes owed the state by a number of 
breign insurers. 


N. Y. Managers Schedule 


Outing, Golf Tournament 


The annual outing and golf tourna- 
ment of New York City Life Managers 
Assn. will be held at the Bonnie Briar 
Country Club, Larchmont, June 16. 
Planning committee chairman is David 
B. Fluegelman, Connecticut Mutual, 
and general chairman is E. Lloyd Mal- 
lon, Massachusetts Mutual. 

Prizes will be awarded winners in 
the golf tourney and to non-golfers for 
such activities as cards, tennis, darts, 
horse-shoes and swimming. 


Mutual Benefit Life Issues A 
$500,000 Policy, Its Largest 


The largest life insurance policy 
ever issued by Mutual Benefit Life in 
any one year has been written by 
Harry A. Freiberg Jr., agent of the 
Johnson agency at New Orleans. The 
$500,000 policy was submitted one day 
after Mutual Benefit raised to that 
amount its limits on life coverage that 
could be issued on a single life in one 
12-month period. The limit had been 
$400,000. 


LIFE INSURANCE EDITION 










SECURITISQF DENVER 


helps speed production... 
increase earnings with 
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* Security’s Planned Agency Development 


“Security's Planned Agency Development” pregram gives: 


Development programs for career 

agents and agency managers with emphasis on the “how.” 
Field-tested visual and audio-visual aids. 

Contracts with high reward for quality production. 
Up-to-date policies such as LIPOA* for today’s buyer. 





+.-and much more! 


Security Life and Accident Company, with over 
$600,000,000 insurance in force offers quality plans in Life, 
Accident and Sickness, and Group. 


*LIPOA means Life Insurance Purch ti 
or ‘Guaranteed Insurability”’ td arate 


Life & Accident 
Company 


Stuart C. Ferris, C.L.U. 
Agency 
Vice-President 


Security 


OENVER 7 CODICPADSO 


SECURITY LIFE BUILDING e¢ 

















AMERICA'S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, and 
a theatre with a CinemaScope screen. Accommoda- 
tions are magnificent; the food is gourmet fare. For 
after-session enjoyment The Greenbrier’s recreational 
facilities are unsurpassed. And our staff of experts not 
only helps in planning your program, but they also 
handle the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1959-FEB. 29, 1960. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale :. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 W. Wash- 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 + Seattle, 726 
Joseph Vance Building, MU 
2-1981 « Dallas, 211 N. Ervay, 
RI 1-6814 + Los Angeles, 510 
West Sixth Street, MA 6-7581. 
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You can “Roll a Strike’’ every time with Columbus 
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